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What Tools Do You Use? 


A good workman can always do good work but he does his best work with good 
tools. The conscientious:man always wants to do his best work. The inference 
is obvious. Good men always have good tools. 


Starrett Tools 


and Instruments of Precision 


are recognized throughout the world as standard. Wherever accuracy counts, you 
will find Starrett Tools widely used. 
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We deal direct with hardware stores. Send for Free 
Catalog No. 20-A, prices and terms. 


The L. S. Starrett Company 


**The World’s Greatest Tool Makers’’ 


Athol, Mass. 
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herrmo, 


Hand Made Garden Hose 


Don’t go on, season after season, buying the same make of 
garden hose without investigating Thermoid Hand Made 
Garden. Hose. 

Don’t go on stocking up with the same hose you have been 
buying without knowing what Thermoid offers in profit to 
you, in service to your customers. 

Don’t get in a rut. 

Your customers have a right to expect the best values 
from your store, and it is due you to make a profit that is 
attractive and worth while. 

We can supply a Thermoid Hand Made Garden Hose that 
will meet the need of every Dealer, anywhere. 

The Dealer who handles Thermoid Hand Made Garden 
Hose can control the Garden Hose business in his town—it is 
a trade builder for any store that sells it. 

Don’t place your garden hose order until you know what 
we have to offer. Then consider what it means to you in 
profits to sell Thermoid Hand Made Garden Hose. 

We make Thermoid Hose. We know how good it is. We know the success 
of our Dealers. We know you can do as well as others. 

You cannot buy a better line. You cannot get better prices. You cannot 
give your customers a better quality. 

There is a Thermoid Hose for every purpose, from the lowest price to the 
best, in Sheeting, Duck, Cotton, rubber lined and moulded. Black, white or red 
covers, wire wound if you want it. All material is tested before and after manu- 
facturing, rigidly inspected and pressure tested, which guarantees uniform strength 
and durability. 











Write to us today for Samples, Booklet and Prices. 


Thermo Rubber Company 


Makers of Thermoid Brake Lining, 
Nassau Tires, Mechanical Rubber 
Goods and Automobile Accessories 
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The National Push Plat 
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No jobber’s profit here. 
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OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION HOLDS 
THIRTEENTH ANNUAL 
CONVENTION 























teenth convention of Oklahoma Hardware and 

Implement Association held at Oklahoma 
City Dec. 7, 8 and 9. It was by far the largest 
and best convention of business men ever held in 
Oklahoma’s great convention city. Dealers from all 
parts of the State were there in force, exchanging 
ideas and mingling with the manufacturers, job- 
bers and traveling salesmen. There was no bicker- 
ing—no discord—just a great big get-together 
meeting of Oklahoma’s hustling hardware men, 
whose sole idea seemed to be the general betterment 
of retail conditions. Secretary W. B. Porch was 
busy from the first minute, lining up the dealers. 
getting them acquainted and incidentally touching 
them for the annual dues to kep the association in 
the right financial condition. 

Secretary M. L. Corey of the National Associa- 
tion was there to lend his assistance and aided 
materially in making the convention the great suc- 
cess it undoubtedly was. The retiring president, 
H. O. Davis, of Oklahoma City, is a hardware live 
wire with a full voltage and imparted to the conven- 
tion a snap and go that put the dealers on their 
mettle and brought out the interesting discussions 
that marked the session. 

Tuesday was given over to the registration of 


(O)" teenth conven was the keynote of the thir- 





At the left: S. S. Reed, newly 

elected president. In_ the 

center: Henry Borklund, 

vice-president. At the right: 

HH. @. — retiring presi- 
ent 

















members and visitors and to committee work. The 
association had established headquarters at the Lee- 
Huckins Hotel, and the registration desk was located 
in a convenient place in the main lobby, where the 
dealers were taken care of by the secretary, assisted 
by B. W. Bridges of Dallas, Texas, and F. E. Hark- 
ness of the Merchants’ News. Appropriate badges 
were furnished the members and visitors, and every 
dealer was tagged with an identification tag bearing 
his name, address and business. 

The first session was called to order at 8.30 
Tuesday evening by President Davis, and the entire 
assemblage joined in the singing of “America” with 
hearty enthusiasm, after which an impressive in- 
vocation was pronounced by Ben F. Ridge. The 
convention was then welcomed to Oklahoma City in 
a few well-chosen words by Charles H. Anderson, 
of the Hughes, Bozarth & Anderson Company. S. S. 
Reed, vice-president of the association, responded 
to the welcome and spoke ‘of the efficient manner in 
which the Oklahoma City boosters entertained con- 
ventions of this nature, and started the boom for 
obtaining the 1917 meeting of the National Associa- 
tion in that city. He claimed that the logical place 
for that meeting was in the great Southwest, and 
pointed to Oklahoma City’s location as the natural 
one for holding it. 
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eft to right: H. C. Gamble, Westville, Okla.; G. W. Corlett, Oklahoma City Hardware Company; A. D. Martin, 
U. S. Water & Steam Supply Company; A. W. Cavenaugh, Alva, Okla.; Charles Hubbard, Frederick, Okla., and 
A. W. Pace, Chattanooga Implement Company 


Miss Blanche Schwartz, a violinist of exceptional 
ability, then entertained the convention with several 
selections, which were heartily applauded. The bal- 
ance of the meeting was given over to a series 
of short talks by trade paper representatives, 
visitors and jobbers. L.S. Soule of HARDWARE AGE 
spoke briefly along the lines of the obstacles con- 
fronting the retail trade, and urged the members 
to put the granting of credit on a more substantial 
basis. Mr. Everett of the Implement Trade Journal 
tendered greetings to the members, and H. A. Hand, 
former secretary of the Idaho Hardware Associa- 
tion, told of his experiences in the Gem State. 

M. L. Corey, secretary of the National Associa- 
tion, was then introduced and gave the dealers an 
abundance of good advice on association work in 
general. Mr. O’Neill of the Richards & Conover 
firm followed Mr. Corey. He spoke of the wonder- 
ful progress of the association in the past few years 
and of the good it was doing to the dealers and the 
trade in general. He pointed out the fact that Okla- 
homa City was destined to be a great distributing 
point for the Southwest, and told in detail the 
freight reforms which had been inaugurated during 
the past year. He urged the members to cut down 


the burden of long-term credits, and complimented 
the secretary on his efficient work in furthering the 
interest of the dealers. 

The session then closed with a vocal solo by Miss 
Irene O’Neill, with Miss Florence O’Neill as accom- 
panist. | 


Wednesday, Dec. 8 


There was no meeting Wednesday morning, the 
dealers taking the time to examine the excellent dis- 
plays made by the manufacturers on the sixth floor 
of the hotel, and to visits to the local jobbers. The 
afternoon session opened promptly at 2 p. m. with 
Preident Davis in the chair. The president’s ad- 
dress followed, which dealt with the problems and 
purposes of the association. Mr. Davis prophesied 
that the warring nations of Europe would turn to 
America for implements of peace after the war, 
just as now they are turning to this country for 
the implements of war, and that the reaction in the 
one line of trade will be easily overcome by the 
forward action of the other. He praised the Stevens 
bill and declared that the only merchants who were 
opposing it were those who desired to sell standard 
and trade-mark goods at reduced prices in order 
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Members and guests at the convention of the 
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Left to right: D. W. Bridges, Dallas, Texas; M. L. Corey, Argus, Ind.; W. B. Porch, Mustang, Okla.; Mr. 
Mulvey, Yukon, Okla., and Henry Borkland, Cassion, Okla. 


to create the impression that they were able to sell 
cheaper than their competitors. He urged the mem- 
bers of the association to indorse this measure and 
to send individ ial messages to their representatives 
in Congress urging its adoption. The indorsement 
of the bill by the hardware dealers, he declared, 
would pave the way for the endorsement by other 
retail organizations and aid greatly in getting the 
bill adopted. Mr. Davis also attacked the trading 
stamp evil and urged the dealers to fight against 
their use in the State. He declared the trading 
stamp business to be a menace to legitimate busi- 
ness, weakening the power of salesmanship and 
robbing the merchants of initiative. “The buying 
and selling of hardware to-day,” he said, “is a man’s 
job, requiring continual application and diligent 
study. The lines are expanding and changing, and 
in order to render efficient service to the consumer 
one must carefuly study both the buying and selling 
of merchandise. ‘Buymanship’ is just as important 
as salesmanship.” He urged the dealers to study 
the buying end of their business and to learn from 


the traveling salesman and the jobber the best sell- 
ing points. Many sales of the catalog houses he 
attributed to the merchant’s lack of knowledge of 
the goods he had for sale. He further advised the 
study of human nature and the careful considera- 
tion of-credit risks, with the ultimate idea of short- 
ening the length of credit extended. 

Mr. Davis’s address was followed by the report 
of the secretary-treasurer, W. B. Porch, who took 
up in detail the work of the association during 
the past year and made suggestions for future im- 
provements in methods. Mr. Porch thanked the 
members for their earnest support during the year 
and pointed with pride to the fact that the member- 
ship had been increased by 150 members. He spoke 
on the mutual insurance plan in use by the members 
and announced that over 200 members were carry- 
ing this insurance to their benefit. Mr. Porch 
brought up the matter of organizing local clubs in 
the towns throughout’ the State, and gave con- 
siderable credit to the National Association for the 
assistance furnished the Oklahoma Association dur- 

















Oklahoma Hardware and Implement Association 
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Bill and Kay Bob Porch, sons of W. B. Porch, Secre- 

tary Oklahoma Hardware and Implement Association. 

They acted as assistant secretaries at the convention 
in Oklahoma City 


ing the year. He complimented the trade papers 
for their hearty support of association work and 
spoke of them as the “Big Brothers” of the dealers. 
Mr. Porch closed his report with a message of 
thanks to the jobbers and manufacturers for their 
past assistance and for the entertainment which 
had been provided the dealers during the convention. 


The financial statement showed a balance on hand . 


of $207.57, with an additional sum of $530 due the 
association for advertising. 

W. A. Chapman then addressed the convention on 
the subject “The Intelligent Handling of Imple- 
ments and Implement Repairs.” Mr. Chapman de- 
clared the handling of repairs was one of the most 
vexatious problems of the retail dealer and one re- 
quiring the most care and detail. The manufacturer 
and jobber should in his opinion stand closer to- 
gether in this line and work to a mutual advantage. 
He advised the dealers to use great care in the 
ordering of repairs and to get all the essential in- 
formation, so that the manufacturer or jobber could 
fill the order without further correspondence. He 
advocated the dealers getting the list price on all 
repairs, with the addition of express or freight 
charges, and insisted that there should be a direct 
profit on all repairs handled. 

Mr. Chapman then passed from the sales end of 
the repair business and gave the members a 
thorough and convincing talk on the evils of the 
present-day credit system. He gave as his rule, 
to use in the granting of credit, what he termed the 
3 C rule, Character. Capacity and Capital. “If a 
man possesses character and capacity but no capital 
he will pay his bills; if he possesses character and 
capital, payment is certain; but beware the man 
who possesses capacity and capital but lacks char- 
acter. That is the man who will beat you,” said 
Mr. Chapman. He decried the long-term credits 
in vogue in so many retail stores, and spoke feel- 
ingly on the matter of collections when bills be- 
come due. 

Mr. Chapman was followed by W. B. Bridges of 
Dallas, Tex., the traffic manager of the association, 
who gave a complete report of his work during the 


Hardware Age 


year. He advised merchants to insist that the job- 
bers show on their bills of lading for shipments of 
screen wire that it is under 30 mesh, claiming that 
such billing would save the dealer about 23 per 
cent of the freight usually paid on this class of 
goods. He also said that the sizes of rope should 
be shown, and the weights of iron roofing, galvan- 
ized sheets or paint. Wire fencing and barb wire 
were also mentioned, and the claim was made that a 
saving of about 33 per cent could be made by the 
dealer if the weights were on the bills of lading. 

Shipments of high explosives, he said, should 
always carry the actual weights on bills of lading, 
and not an estimated weight of 100 lb., as is the 
general custom. He urged members to send in their 
freight bills for checking at least every sixty days, 
and reported a net sum of $3,134.86 saved to mem- 
bers during the year through this department. 

During this session the members were entertained 
by Miss Louise Steffenson, Miss Lyda Mohr and 
Miss Lucy Ebeling of Mustang, who sang “The 
Hardware Men” to the tune of “John Brown’s 
Body,” and the entire convention came in on the 
chorus with the words: 

Glory, glory, let us shout hurrah and smile, 

Glory, glory, we can meet once in a while, 

We have the grocery business and all others skinned 
a mile, 

There’s nothing like the hardware line. 

The balance of the afternoon was given up to 
the discussion of the queries in the question box, 
under the direction of W. L. Corey, national secre- 
tary. The first question was “What is the greatest 
leak in the hardware business?” This question was 
discussed at length, with the general impression that 
the credit losses represented the greatest leak in 
the hardware game. Another question was “Why 
do jobbers and manufacturers sell both regular deal- 
ers and mail-order houses?” The reason given for 
this condition was that the jobbers and manufac- 
turers do not fully understand who are legitimate 
dealers and who are representing mail-order houses. 
Dealers were requested to take up such matters with 
their jobbers direct and were assured that the job- 
bers would co-operate with them in overcoming this 
difficulty. The session then adjourned to meet 
Thursday morning at 9.30. During the afternoon 
the ladies in attendance at the convention were given 
an automobile ride around the city, and afterward 
entertained at the home of Mrs. Hugh Donly. 


Forenoon Session 


The question box was taken up immediately after 

















Hugh Donly of the International Harvester Company 
on the left, and F. E. Harkness Secretary of the Okla- 
homa City Automotile Club 
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the call to order Thursday morning, and the first 
question on tap was “Will the hardware man lose 
business in forcing collection?” The consensus of 
opinion seemed to be that such a loss would be 
very slight. 

“Should a dealer ask for a financial statement 
from new customers?” was then discussed fully, as 
was the following question, “How is your imple- 
ment business affected by the shortening of manu- 
facturers’ terms?” After a discussion of these 
questions the convention listened to the report of 
N. A. Stone, delegate to the National Convention at 
St. Paul, June 27, 1915. 

The question of the profitable handling of paints 
and oils by the hardware dealer was next taken up. 
The handling of this line by drug stores and lumber 
yards was discussed and the matter of co-operation 
with all dealers handling the line was approved by 
several of the speakers. The question of paint 
prices seemed to be the great sticker in the minds 


of the dealers, who seemed inclined to think that’ 


they should receive a price which would: enable 
them to compete with lumber yards wh” carry the 
line. After the question had been threshed out to 
some extent W. A. Ashbrook was introduced and 
addressed the members on the subject “The hard- 
ware man as a paint dealer.” The address was 
instructive and dealt with the qualities of paints 
and the knowledge a dealer should have in handling 
the line. 


Thursday Afternoon 


The afternoon session convened at 2 p. m. and 
began with an animated discussion of the subjects 
presented by the ever-present question box. Methods 
of marking goods, the employment of women clerks, 
the question of maintaining cash and credit prices, 
and the handling of special sales were taken up, 
and the session developed some very interesting dis- 
cussions among the dealers, who took up the ques- 
tions with interest and made the session one of the 
liveliest of the convention. Following the question 
box came the report of the committee on legislation. 
This report took up the seven bills proposed at the 
last session of the Legislature, having a direct bear- 
ing on the interests of members of the association. 
The bills were explained and the members advised 
where to use their influence either for or against 
the bills in furthering the interests of the mer- 
cantile business. 

The election of officers and directors resulted as 
follows: President, S. S. Reed, Paul’s Valley; vice- 
president, Henry Borkland, Cashion; secretary- 
treasurer, W. B. Porch, Mustang. 

Directors: G. H. Walters, Wagoner; J. E. West, 
Headrick; A. W. Kavanaugh, Alva; C. H. Krumm, 
El Reno; J. T. Laughney, Muskogee; H. O. McClure, 
Tulsa; Harry A. P. Smith, Shawnee; J. H. Ellard, 
Coalgate. 

Delegates to National Convention: H. O. Davis, 
Oklahoma City; W. B. Porch, Mustang; N. A. Stone, 
Shawnee. 

The newly elected president, Sard S. Reed, Paul’s 
Valley, then took the floor and in an address replete 
with wholesome humor and sound common sense 
gave what he termed his platform for the ensuing 
year. “The aims of this organization will be,” 
he said: 

“To increase the membership list to at least 500. 

“To bring the volume of mutual insurance up to 
$1,500,000. 3 

“To bring the National Convention for 1917 to 
Oklahoma City. 

“To arrive at some solution of the credit problem.” 

In accordance with the president’s plan to increase 
the membership of the association, the members 
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voted to increase the salary of Secretary Porch from 
$1,000 to $2,000 a year and to have him give all of 
his time to the affairs of the association. 


The Oklahoma Convention 


A. W. Kavanaugh then addressed the convention 
on the subject of local clubs and the benefits to be 
derived from them by hardware dealers, and Mr. 
Corey gave the dealers some pertinent advice on 
better salesmanship. He explained the value of 
good, truthful advertising. President Reed then 
thanked the members for their attendance and co- 
operation, and the active sessions closed with a 
hearty cheer for the man who has been elected 
to carry the standard of hardware during, the 
coming year. 

After the close of the sessions the members were 
entertained by the Oklahoma City Automobile Club, 
which took them for an automobile ride over the 
residential parts of the city and to the new State 
Capitol now in the process of erection. 

The evening was given over to the jobbers and 
manufacturers, who had arranged a theater party 
for the ladies visiting the convention and a grand 
smoker and vaudeville for the weary hardware men. 
Both were a huge success. “Daddy Longlegs” fur- 
nished the amusement for the better-halves, while 
a vaudeville program and a series of boxing matches 
held the attention of the men. It was just 12 
o’clock when the members, tired but happy, returned 
to the hotel, and it didn’t require a vote to show the 
sentiment of the hardware dealers “That Oklahoma 
City is some city and the thirteenth session of the 
Oklahoma Hardware and Implement Association 
was the biggest and best convention ever staged in 
the State of Oklahoma.” 


New Boston Manager for 
Richards- Wilcox 
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HE _ Richards - Wilcox 

Mfg. Company, Aurora, 
Ill. announces the appoint- 
ment of Harry A. Leonard 
as manager of its Boston 
branch, 132 Pearl Street, 
to succeed the late mana- 
ger, Charles Holloway, re- 
cently deceased. 

Mr. Leonard has been 
associated with the Boston 
branch for several years, 
: . " having worked his way up 
Harry A. Leonard from stock clerk to his 
present position. His experience in the stock de- 
partment and office, as well as his experience in 
calling on the trade, where he is well and. favorably 
known, has especially fitted him for the responsibil- 
ities of his new position. 

Michael W. Besch, formerly associated with the 
home office at Aurora and later with the Philadel- 
phia branch, has been appointed to the position of 
assistant to Mr. Leonard. With this strong com- 
bination of experienced young men, the trade is 
assured of prompt service. 

Mr. Leonard will call regularly on the ‘trade in 
the New England States. 

A stock of the full line of R-W standard goods 
is carried in the Boston warehouse, so orders can - 
be shipped the same day they are received. 















Only the best metal can keep its temper.—Exchange. 








Hardware Age 

















Christmas display made by the Wilcox Hardware Company, Adrian, Mich. 


The Importance of Price 


ANDOVER, N. Y. 
To the Editor: 


In your issue of Oct. 28 we read with considerable 
interest the article by E. E. Henkle. 


There is one part of the article to which we take 
exception, viz., that part relating to salesmen not 
pricing the orders for their customers. 


We contend that the price a merchant pays for 
his goods is of the utmost importance and it is his 
business to know what the price of every item is, as 
it is purchased. 


If the order is priced when taken there is no 
excuse for the merchant coming back at the jobber 
with letters haggling about the price and claiming 
he has been charged too much. 


We know from actual experience where orders 
are mailed or telephoned in that the prices will aver- 
age from 5 to 10 per cent higher than they would 
be if the same articles were ordered from the sales- 
man and priced as they were put down on the order. 
Of course not every item will be higher, but enough 
of them will be to make the difference stated above. 


It is no uncommon thing with us to have the 
salesman, on his next trip, go over the invoices of 
orders telephoned in and put down the correct price 
where the house has overcharged us, and in rare 
cases this difference has amounted to 15 per cent of 
the total amount of the bill. 

It seems to us it would be just about as sensible 
for the jobber to send the invoice to the merchant 
without being priced, leaving it to the merchant to 
put down the prices, as it would for the merchant 
to give the order without having the prices put 
down. 

We would like to ask how many farmers will go 


into the retailer’s store and say: “Have you any 
sulky plows and harrows to-day?” You reply in 
the affirmative, and he will say: “Well, I am going 
home in about an hour and will drive around and 
get one of each. Just charge them to me.” Then 
he walks out, without asking how much they are to 
cost him. 

There is only one kind of a customer we can think 
of who would do that, and he is the man who never 
intends to pay his bills. 

We would also like to ask this man if he employs 
a buyer? If so, how long would he keep him if he 
bought goods as he suggests the merchant shall 
buy them? 

When a salesman from one of the large manu- 
facturing plants calls on his buyer selling wire 
cloth, etc., will he say: “Just put us down for 5000 
rolls of wire cloth and 4000 rolls of poultry net- 
ting,” and then leave without waiting to ask the 
price? One is just as sensible as the other. 

In our opinion, if there is one thing more than 
another about every merchant’s business that needs 
his attention it is buying the right goods at the 
right price, and he should never let a salesman leave 
his store until he knows what that price is, and then 
have a copy of the order priced to put in his file. 

Yours truly, 
BAKER BROS. 


THE GILMORE MFG. COMPANY, Burlington, Iowa, has 
been organized to manufacture farm implements. The 
capital stock is $40,000, and the officers are W. M. 
Ramsey, president; Kline M. Mercer, vice-president 
and H. B. Gilmore, secretary and treasurer. 


THE COPPER-CLAD MALLEABLE RANGE COMPANY, St. 
Louis, Mo., has arranged with Charles H. Bland to rep- 
resent it in North and South Dakota. 








GET READY FOR 1916 


Some Practical Suggestions for the Annual Inventory 
By G. H. DIRHOLD 


HE new year will soon be here. There is no 
Ee time now to look back, either to lament or 
boast. Get ready for 1916. It ought to be, 
it probably will be, one of the best years in com- 


mercial and industrial progress that the hardware 


industry has ever seen. 

I have always believed that the time to prepare 
for a big business is quite a little ahead of its com- 
ing. In my judgment, a very prosperous era is 
due. Merchants everywhere are reporting a better 
business. The farmers have had two record crops 
at high prices with big demand at home and abroad. 
The future outlook is exceptionally good. Rail- 
road construction and buying are being resumed on 
a large scale, and building operations in both town 
and city are constantly increasing. Such a general 
combination of favorable circumstances never has 
occurred before, and probably will never occur 
again. 

Dispose of the “Stickers” 

The annual stock taking will soon be at hand, 
when the process of weeding out the “stickers” is 
gone through by every progressive hardware mer- 
chant. When the annual inventory is taken and the 
merchant looks it over, he hopes to see very little 
that is good, yet has had no sale. An article may in 
two years be as good as the day it entered the store, 
but if there is no sale for it, it is dead stock, and 
should be disposed of before another inventory rolls 
around. 

You should try to find out why the goods are 
slow sellers or “stickers.”” No merchant knowingly 
buys dead stock, but even the best buyers are not 
infallible and are liable to run counter to local de- 
mands occasionally. Instruct your clerks to be 
observant, and to ascertain and give you the cus- 
tomers’ reasons why such articles do not appeal to 
them. This will usually give you the needed clue. 
Your taste may have been at fault, your judgment 
may have been poor, or you may have paid too much 
money for the goods. There may be other good 
reasons that do not occur to you; therefore, it is 
wise to get other people’s opinions. 


One Merchant’s Method 


Here is the method of a big merchant in a West- 
ern city, who has perhaps gone a little further in 
this direction than usual. He has found from long 
practical experience that the best time to take the 
annual inventory is the day after Christmas. By 
going at it in a systematic way, by planning and 
pushing the work, the job can be finished by the last 
day of the year. Many merchants let the work of 
stock taking drag on all through the month of Jan- 
uary, when it could be done in a few days, if the 
entire force was put on the job and the work was 
planned ahead. 

The small hardware dealer may say it is not 
possible to do the work as it should be done in a 
short length of time because of his small force. Ex- 
perience, however, has proved that it is as easy for 
him with three employees to inventory a $20,000 
stock in four days, as it is for the larger jobber 
with 200 employees to inventory a $750,000 stock in 
the same length of time, and as a matter of fact, 
the bigger stocks are often taken in less time than 
four days. This is accomplished by careful plan- 
ning and systematic efforts. 
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The merchant in question, as far as possible, 
divides his force into teams of two. One man to 
call and the other man to write down. He also finds, 
wherever practical, it is well to have a third man 
precede each team counting or weighing and tag- 
ging the stock. He uses the loose-leaf sheet system. 
These sheets can be held in a binder and turned into 
the office as rapidly as they are filled out. In this 
way the inventory can be extended as fast as it is 
being taken and the final results are reached almost 
simultaneously with the final putting down of the 
stock count. 

It has also been found that this system has a 
decided advantage over using a book, as by the 
loose-leaf method a number of teams can be work- 
ing at the same time; all sheets should be numbered 
consecutively. After being footed and totaled these 
sheets can be bound together and preserved from 
one year to another. Great care should be used in 
accurately pricing the goods. 


Inventory at Current Prices 


Nowadays all successful merchants take the in- 
ventory at current prices. In this way a dealer 
knows exactly where he stands—your goods are 
worth no more and at the same time are worth 
just as much as they would cost if purchased by 
you to-day. For instance, if nails have advanced, 
take them at the current price; if they are lower 
in price than when originally purchased, they should 
be reduced on the inventory. Out-of-date or dead 
stock should always be inventoried at a sacrifice 
price. 

In the dull days of January, after the holidays, 
the inventory can be worked over, and by compari- 
son with former inventories your dead stock will be 
brought to light. You will find in the office the work 
of the inventory will be greatly helped if the sheets 
are promptly priced. In small stores, where the 
cost on goods is marked upon the articles in stock, 
it has been found by far the best way is to call off 
these costs and put them down on the inventory as 
stock is being taken. This not only saves time, 
but also insures accuracy, and it must always be 
kept in mind that in order to have the invoice of 
stock of any real value it must be taken accurately. 
This is of utmost importance; some errors are bound 
to occur, but googls must be counted or weighed, not 
estimated, and costs should be known and not 
guessed at. 


The Value of the Inventory 


The value and importance of taking an annual in- 
ventory is too well known to be discussed here. It 
is the only practical way for the hardware mer- 
chant to know exactly where and how he stands 
and be able to tell how much net profit his business 
is making him. Going completely through the stock 
in this way will bring to light many articles that 
have not moved for twelve months. This dead stock 
should now be placed upon a separate sheet and a 
strong effort made to dispose of it. 

We can learn a profitable lesson from department 
stores in the matter of disposing of stock which 
has no ready sale. Their policy is to convert goods 
into cash as quickly as possible, and as dead stock is 
difficult to sell, any articles showing a tendency to 
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stick are sacrificed at prices which make them com- 
mand a ready sale. 

Hardware dealers now and then have goods which, 
if not pushed, will not sell at all, and will eventually 
become a total loss; in time these accumulate, and 
soon there is a neat sum tied up in practically non- 
salable goods which could be put to use in various 
profitable ways. , 

Take the lesson from the department store. After 
the inventory is taken keep an eye on your dead 
stock, put in forward in the front part of your 
store, price it at cost if necessary, open up a bar- 
gain window and advertise it, have a general clear- 
ance or weeding-out sale once or twice a year, and 
in that way keep your stock clear and salable, so 
that all goods can be realized on for full value. 


Coming Hardware Conventions 


WESTERN RETAIL IMPLEMENT, VEHICLE & HARD- 
WARE ASSOCIATION CONVENTION, Kansas City, Mo., 
Jan. 11, 12; 18, 1916. The meetings will be held at 
the Century Theater and the convention headquar- 
ters will be at the Coates House. H. J. Hodge, sec- 
retary, Abilene, Kan. 

COLORADO RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Denver, Col., Jan. 18, 19, 20, 1916. J. H. 
Jenkins, secretary, Pueblo, Col. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Wash., Jan. 19, 
20, 21, 1916. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 25, 26, 27, 28, 1916. 
M. L. Corey, secretary, Argos, Ind. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 
secretary, Dallas, Tex. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morgantown, W. Va. 

OREGON RETAIL HARDWARE AND IMPLEMENT DEAL- 
ERS’ ASSOCIATION CONVENTION, Portland, Jan. 25, 
26, 27, 28, 1916. Headquarters, Imperial Hotel. 
H. J. Altnow, secretary, Milwaukie, Ore. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Sioux Falls, Feb. 1, 
2, 3, 4, 1916. E. C. Warren, secretary, Mitchell, 
S. D. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point, Wis. 

ILLINOIS. RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBIT, Chicago, Feb. 8, 9, 10, 11, 
1916. Leon D. Nish, secretary, Elgin, Ill. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CoN- 
VENTION AND EXPOSITION, Lincoln, Feb. 8, 9, 10, 
11, 1916. Headquarters, Lindsee Hotel, Nathan 
Roberts, secretary, Lincoln, Neb. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION CONVENTION, Pittsburgh, Pa., 
Feb. 8, 9, 10, 11, 1916. Headquarters, William Penn 
Hotel. Exhibition floor will be at the Motor Square 
Garden, Baum Boulevard and Beatty Street. W. P. 
Lewis, secretary, Huntingdon, Pa. 

KENTUCKY RETAIL HARDWARE ASSOCIATION CoN- 
VENTION AND EXHIBIT, Louisville, Feb. 15, 16, 17, 
1916. Headquarters, Louisville Hotel. J. M. Stone, 
secretary, Sturgis, Ky. — 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 
A. J. Scott, secretary, Marine City, Mich. 


Hardware Age 


MISSOURI RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Feb. 15, 16, 17, 18, 1916. F. 
X. Becherer, secretary, 5136 North Broadway, St. 
Louis, Mo. 

NEW YORK RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse, N. Y. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Grand Forks, Feb. 
16, 17, 18, 1916. C. N. Barnes, secretary, Grand 
Forks, N. D. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 22, 23, 24, 25, 1916. H. O. 
Roberts, secretary, Minneapolis, Minn. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel, exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, Feb. 22, 23, 24, 1916. Grover 
T. Owens, secretary, Little Rock, Ark. 

IOWA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBIT, Des Moines, Feb. 29, March 
1, 2, 3, 1916. <A. R. Sale, secretary, Mason City, 
Iowa. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24, 
25, 26, 1916. Headquarters, the new William Penn 
Hotel. John G. Purdie, secretary, Marbridge Build- 
ing, New York. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 
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THE JONES HARDWARE CoMPANY, Richmond, Ind., has 
completed plans for entering into the general jobbing 
hardware business. The company has heretofore dealt 
in farming implements, in a wholesale way, but will 
now handle everything in the hardware line for retail 
merchants. Ira Swisher, who is manager, has had a 
number of years’ experience in the hardware jobbing 
business, and it is reported that the firm will put out 
a number of traveling salesmen, who will visit the trade 
in the Central West. 








THE LAW OF A CASE INVOLVING A 
DISHONEST SALESMAN 


By ELTON J. BUCKLEY 


his salesman says and does is brought for- 

ward by a letter just received through a New 
York paper. Readers will bear in mind that the law 
is the same both as to the salesman of a manufac- 
turer or a jobber, traveling on the road, and the 
store salesman or clerk of a retail dealer: 

“We have been put in an uncomfortable situation 
by a dishonest salesman, and should much like your 
advice on the legal complications which have en- 
sued. This salesman has been in our employ for 
several years, and always went straight until a 
few months ago, when he got in with some bad 
people, and since then he has gone from bad to 
worse. He has mixed us up with our customers 
in several ways. To begin with, he took orders for 
certain of our merchandise at a cut price. The 
price is far below our cost, and of course he had 
no authority to name any such price. In selling the 
goods at these prices he made out an order at the 
regular price, which he sent to us, and left a dupli- 
cate with the customers containing the cut price. 

“He also has collected a considerable sum of 
money from various customers and has failed to 
turn it in. We fear this amount when ascertained 
will run into several thousand dollars. 

“The worst thing he has done, however, is to 
guarantee a certain preparation which we sell as fit 
for a certain purpose, which it is not fit for at all. 
It is similar to other preparations which are used 
for that purpose, but we have never sold it for that, 
and all our salesmen have been instructed to tell 
the trade openly that our brand was not sold for 
any such purpose. By untruthfully representing 
that it would do the work in question, this salesman 
has gotten quite a number of orders, and from 
buyers who have recommended it to their own trade 
for that, and when it did not make good the cus- 
tomers came back on their dealer, and the dealer 
now comes back on us. We are in a bad mix-up on 
this account. 


Employer at the Mercy of Employees 

“What is our legal status under all these com- 
plications ?” 

It has always been a mystery to me that there 
were not more cases of this sort. An employer is 
to a very large degree at the mercy of his salesmen 
or his clerks. Good salesmen are scarce; therefore 
when a man gets a chance to hire what looks like 
one, he often snaps him up without looking deeply 
enough into his past. 

The three questions presented here are common 
to any employer: 

1. When a salesman, without authority from his 
employer, or even perhaps against the positive in- 
structions of his employer, takes an order for goods 
at a cut price, is the employer bound to fill it, or can 
he collect the regular price of the goods from the 
buyer? 

2. When a salesman collects money for his em- 
ployer, without authority, or again, even against 
his employer’s instructions, can the employer claim 
that it was paid to the wrong person and must be 
paid again, or is he bound to regard it as equiva- 
lent to payment to himself? 

3. When a salesman makes false representations 


\ N employer’s legal responsibility for the things 
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or warranties about goods he sells for an employer, 
against the wish and order of his employer, and in 
consequence the customer gets into trouble with his 
own customers and has to take goods back and re- 
fund the money, can the employer also be compelled 
to take the goods back and refund money, or can he 
claim that he is not responsible, because the sales- 
man acted without authority? 

In a nutshell, the answer to all these questions is 
“course of dealing.” A salesman can do, and bind 
his employer in doing, anything like or similar to 
what his employer has recognized the salesman’s 
right to do before. 


The Cut-Price Question 


To explain, consider the cut-price question first. 
I can make this plain by citing ‘two imaginary 
cases: First—A salesman goes to a retailer and 
offers certain goods at a certain price. The retailer 
refuses to pay the price, and the salesman, after 
some haggling, cuts it without consulting his em- 
ployer, who subsequently accepts the order at the 
cut price. This, which we will say happens several 
times, gives the retailer to understand that the 
salesman has some jurisdiction over prices. Second 
—A salesman offers goods to a retailer at a certain 
price. The retailer declines to pay the price and 
says that unless it can be reduced he will not buy. 
The salesman tells the retailer that he has no 
authority to change the price, but he will wire his 
house and see if they will change it. This he does, 
and afterward reduces it or refuses to reduce it, as 
the case may be. This, which again happens several 
times, gives the retailer to understand that the 
salesman has no jurisdiction over prices. 

In the first case a salesman who took an order at 
a cut price would bind his employer, and the latter 
would have to fill it; but in the second case he 
would not, because in the first the employer led the 
retailer to understand that the salesman had some 
authority over prices, and in the second case he did 
not. 

As to the collection of money, if the employer had 
permitted the salesman to collect previous bills and 
had accepted the money and receipted for them, 
then he gave the salesman standing as a collector, 
and any payment made to the salesman would be 
legally equivalent to payment to the house. 

But if the salesman had never collected before, 
and the retailer knew that the custom of the house 
was that he should remit direct, which before he 
had always done, then he would pay the salesman at 
his own risk, and if the salesman stole the money 
the employer could say: “You never really paid me 
at all, for the salesman was not my agent for the 
purpose of collecting. I never told you to pay him; 
I never in any way led you to believe I wanted you 
to pay him.” In this the employer would be right, 
and the retailer would have to pay his bill again. 

As to the false warranties that the salesman 
made, undoubtedly the employer is responsible for 
them, and must straighten the matter out with his 
customers, even to the extent of taking back the 
goods and refunding the money, and even further 
than that—paying any loss which his customers 
sustained. This because making representations 
and warranties about the goods was clearly within 
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the scope of the salesman’s authority, since that 
was a real part of the business of selling, which 
the salesman was sent out to do. 

An irresponsible salesman can involve his em- 
ployer in more legal liability in one hour than the 
employer can untie in a year. Some time I shall 
suggest how a salesman can be so tied up by legal 
contract that he can be prevented from doing this. 
—Copyrighted by Elton J. Buckley. 


Home-Made Paint Display Rack 
Carries a Selling Punch 


To first thing that strikes your eye when you 
enter the hardware establishment of Hubert 
Harrington of Fargo, N. D., is a well-trimmed, life- 
size paint rack, that seems to fill you with a desire 
to repaint your front porch and change the color 
scheme of your bath room. It fairly bristles with 
paint suggestion. Neat in appearance, pleasing in 
design, and with the colored can labels contrasting 
with the glossy white enamel finish of the rack, it 
forms a paint-selling combination that’s hard to 
resist. No, it isn’t a patented fixture sold by some 
enterprising fixture firm; it’s home-made, finished 
complete in the tin and repair shop that forms a 
lucrative part of the Harrington hardware store. 
If you want one like it—well, that’s up to you. 

Mark Houghton, tinner and general useful man 
about the store, is the man behind this fixture. A 
tinner by trade, Mark has demonstrated on several 
occasions that he has a bunch of ideas that range 
beyond the sheet metal line. About six months ago 
the firm got in its initial shipment of paint. Where 
to display it, was a question in the minds of the 
whole force. 

“It must be handy, easy of access, and, above all, 
it must be attractively displayed,’ was the order 
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that came down the line, and this fixture shows how 
nearly Mr. Houghton followed out his instructions. 
The feature of this particular rack is its great 
strength. It carries 5000 lb. of paint, and the 
clerks clamber up the side of it as if it were a lad- 
der when they happen to want something within 
reaching distance of its top. It is built entirely of 
angle iron, with wooden shelves, which rest securely 
in the iron angles. The parts which support the 
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This illustration shows this paint rack without the 
display 


shelving are securely riveted to the corner pieces, 
and a flat strip of iron bolted to the shelf supports 
in the center makes it rigid and improves the ap- 
pearance. The base of the fixture is fitted with large 
double castors, so that it can be easily moved to 
any part of the store. At present it occupies a place 
of prominence in the center aisle of the store, and 
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The home-made paint display rack used in the store of Hubert Harrington, Fargo, North Dakota 
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as long as it comes through with results it is liable 
to stay there. 

The same idea is utilized in a lighter fixture, 
which the firm uses to display wash boilers, alumi- 
num utensils, roasters, electric appliances and sim- 
ilar lines. It, too, is a winner in its line,'and there 
is talk of several more to be made up during the 
tinner’s slack season. 

Appearance counts for a lot in the retail hardware 
business, and a few fixtures of this nature will add 
materially to the appearance of a store. The rack 
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in question is 6 ft. high, 4 ft. wide at the bottom, 
7 ft. and 4 in. long, and tapers to a width of 18 in. 
at the top. 

The Harrington Hardware Company is justly 
proud of its home-made fixtures, but there isn’t a 
stingy hair in the firm’s head, and if the idea ap- 
peals to you, the knowledge that it has benefited a 
brother merchant is all the recompense they ask. 
HARDWARE AGE predicts that a good big portion of 
Fargo’s residence section will wear a new fall coat, 
bought from Harrington’s paint rack. 





DISPLAY SELLS 252 GAS HEATERS 
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Character dolls enjoyed the warmth of the ~ heaters displayed in one of the windows, by the Chas. W. 


almer Company 


Tos Chas. W. Walmer Hardware Company of 


Wilkinsburg, Pa., made a drive on gas stoves 


with gratifying results. When cool weather 
struck Wilkinsburg, Pa., the Chas. W. Walmer 
Hardware Company was ready to help the in- 
habitants to banish the cold wave. They made a 
drive’ on a well-known line of gas reflector stoves 
and fireplace heaters, and the results that followed 
made their efforts especially worth while. 

The Chas. W. Walmer Hardware Company has 
two large show windows on the first, eight small 
ones on the second and four on the third floor. 
In each of the second and third floor windows a 


Reznor heater was placed, and two displays werp. 


built in the main floor show windows. Each heate;’ 


was lighted by electricity to show the reflecting ef? . 
**so that the customer was literally bombarded with 


fect, to make them look natural and to attract at- 
tention from a distance. 

The main floor show windows have a background 
of Beaver board painted white. In one of these win- 
dows was placed a cabinet mantel with a Reznor fire- 
place complete. Several other styles were shown and 
a number of character dolls were arranged on the 


floor as though they #ere getting warm from the 
heaters. The windows were all lighted very well 
from above and a red electric light placed so that 
it reflected on the copper reflector and made the 
heaters look as though they were really in action. 
The effect at night drew the attention of people 
a long distance away. 

A large sign stretching across the entire store 
front was placed between the second and third 
floors, and additional signs were made and fastened 
on both sides of the two trucks which the company 
uses for delivery. Traveling as they did over large 
territory these trucks gave the company a great 
deal of publicity. 

Inside the store prominent displays of these heat- 
j@s were made on the floor and oh the show cases, 


Reznor heaters from his first look at the store front 
until the time he left the store. 

In a recent letter to HARDWARE AGE the Chas. W. 
Walmer Hardware Company said that the cost o* 
installing the whole display and the advertising 
amounted to about $65, and though a period of 
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Store front of the Chas. W. Walmer Hardware Com- 
pany, during a special sale of gas heaters. The heaters 
in the small windows were lighted by electricity 


warm weather followed, 252 heaters were quickly 
sold. The company is looking forward to more than 
doubling this amount before the season is over 
as a result of concentrated efforts. A drive such as 
this has far-reaching effect and lasts a great deal 
longer than the short time it lasts. 

The display as a whole is very neat and attrac- 
tive, and besides containing many attention-getting 
features it is a display of real selling power. 


Trade Directory of Central Amer- 
ica and West Indies 


tee Bureau of Foreign and Domestic Commerce 
has just issued a trade directory of Central 
America and the West Indies, containing lists of 
merchants and importers, arranged by countries and 
cities, as well as classes of business. This book of 
256 pages has been compiled to satisfy a popular 
demand for such information, and the department 
has attempted to make it of material assistance to 
American business houses in developing trade with 
those countries. | 

This book, with the similar trade directory of 
South America published by the department in 1914, 
containing 428 pages, now covers in compact form 
the various Latin-American Republics south of us. 
Copies may be obtained at 60 cents each from the 
Superintendent of Documents, Government Printing 
Office, Washington, D. C., or from the branch offices 
of the Bureau of Foreign and Domestic Commerce, 
located in various cities in the United States. 
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SS. C. Pier to Retire 


HE Marshall-Wells Hardware Company, Port- 
land, Ore., makes the following announcement: 
After forty-four years of continuous service to 
the hardware public S. C. Pier, sales manager for 
the Portland house of the Marshall-Wells Hardware 
Company, is about to take a well-earned rest, re- 
tiring at the end of the year from the active duties 
of his position. 

In all the Pacific Northwest there is probably no 
one affiliated with the hardware trade who is better 
known or more highly esteemed than Mr. Pier. 
Beginning his hardware life in his youth at Flint, 
Mich., he afterward moved to Saginaw, Mich., 
where in 1885 he became connected with the firm 
of Morley Brothers, hardware jobbers. For a num- 
ber of years he represented this house, doing pioneer 
work in the lumber districts of Wisconsin, covering 
the territory from Milwaukee north. 

In 1891 his activities were transferred to the 
Pacific Northwest in the interests of the same con- 
cern. His efforts here were so successful that when 
A. M. Marshall, who for some years had been the 
general manager of Morley Brothers, retired from 
that company to establish the Marshall-Wells Hard- 
ware Company at Duluth, Minn., Mr. Pier was 
among the first to join him and participate in the 
wonderful growth of the new concern to which he 
contributed materially. 

For ten years he was their representative in 
Oregon and Washington and was instrumental in 
inducing them to establish a jobbing house at Port- 

















S. C. Pier 


land. When this was done in 1903 he assumed the 
duties of sales manager, a position for which he 
was peculiarly qualified, and for the past twelve 
years has had much to do with the growth of the 
Portland house. 
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Hager Bros. Cry ‘‘Give Us an 
Open Market!’’ 


. HARTSVILLE, TENN. 
To the Editor: 


We have been reading with interest the letters 
you have published in HARDWARE AGE for and 
against the Stevens bill. Messrs. Buckley, Sange, 
and our good friend Hamp Williams voice our sen- 
timents if they would only be a little stronger. 
From our standpoint we cannot understand why 
any good retail merchant should want restricted 
prices. There are several items now in the hard- 
ware line that carry a more or less restricted price. 
Notably a world-wide-advertised safety razor that 
retails at $5. The discount to the average retailer 
is 25 per cent, which nets the razor at $3.75. We 
are told by the knowing ones that it costs the re- 
tailer 20 per cent to do business, and in order to 
get the true cost of his goods he should add this to 
the net cost of goods established by his house, and 
he should take 20 per cent of his sales price, which 
in this case would be $1. This added to the cost 
would be $4.75, giving him the enormous profit of 
25 cents. 

At the present we believe the grocery men and 
retail druggists are hampered more than any other 
branch of business with advertised would-be-re- 
stricted-price goods. We think we speak authorita- 
tively because we also own a drug store. 

As an illustration along these lines, we will say 
there are three leading smoking tobaccos which re- 
tail at 5 cents per sack that cost the retailer 48 and 
48%4 cents per dozen sacks. Apply the above rule 
to these, and we find that after Mr. Merchant has 
walked up to his tobacco counter twelve times and 
waited on twelve customers he has received on 1 
doz. of the tobacco 2 2/5 and on the other 1 % cents, 
and the same percentage of profit shown on the 
above goods applies to the general line of advertised 
would-be-restricted-price drug patents and other 
classes of goods. 

You hardware men who are in favor of the 
Stevens bill and complain that on account of open 
competition you cannot make any money, and kick 
because you are asked to sell nails at 3 cents per 
pound, apply the above rule to your nails and see 
what will be the difference of profit on an open 
staple article and a would-be-restricted-price luxury. 
And then tell us if you want to put your price- 
making in the hands of the manufacturer. 

From our standpoint, when the retailer asks for 
the passage of the Stevens bill, he is asking for the 
worst handicap that could be put on his business. 
It simply gives the manufacturers too much power. 
What is there in the bill to keep a manufacturer 
from stipulating a price at which there would be 
no profit to the retailer? A living profit is justly 
due the retailer. Manufacturers advertise before 
they have dealer representatives, and try to create 
a demand. They think if they succeed in this then 
the retailer will be forced to handle their goods. 
You may say that we are too quick in passing judg- 
ment on the manufacturers. We will answer by 
saying that in business the only rules by which we 
can base or judge actions and dealings for the future 
are past events. We agree with Mr. Sange when 
he says if the average retail store is to become noth- 
ing but a package-wrapping counter and a neigh- 
borhood convenience it would not require any talent 
or brains to operate it, and we now advise that the 
salesmanship schools that we have read so much 
about lately be nipped in the bud while in their 
infancy and turned into athletic and acrobatic 
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schools to train the muscles to be quick rather than 
the brains to be active, so that when the customer 
comes in he can be waited on with dispatch, for 
our idea is that if you have to losé on a sale the 
quicker it is over with the better off you are. 

Mr. Sange is also correct when he says that any 
live merchant can successfully continue in business 
anywhere in the United States if he receives his 
goods at prices similar to those given .to catalog 
houses. So we say that a better law for the retailer 
and consumer would be for the manufacturer to 
give the retailer the same prices that he gives the 
catalog houses rather than put a restricted price 
on what the consumer shall pay the retailer. 

In closing I want to say a word to my friend 
Hamp Williams. He says he wants to quit business 
if the Stevens bill passes, as he does not want 
revenue agents prying into his business. 

Friend Hamp, don’t be uneasy about Uncle Sam’s 
men, for since the passage of the Harrison narcotic 
law we have had quite a bit of dealing with them, 
and find them to be just human—a pretty clever 
set of fellows. Judging the future profits of the 
retailer on restricted-price goods by that of the 
past, we will say your own county officers are the 
ones for you to dread. For when what should be 
your living profits have fled via the world-wide- 
advertised-restricted-price route, and your good 
friend, the jobber, calls for his money and you find 
the “till” empty, it will not be Uncle Sam’s men 
that will call on you, but your good neighbor who 
you lost sleep over at night trying to elect sheriff 
who will step in and hang out a red flag and start 
a boy down the street ringing a bell and crying, 
“Auction.” 

And there will be nothing left for you to do, 
Hamp, but to take your canner, get out on that 
less-than-an-acre-of-ground you have been writing 
about, and raise garden sass. 

We are strictly free traders. If we buy an article 
we pay our money for it; it is ours, and we should 
have the right to dispose of it just as we please, and 
we say there should never be a law on the statutes 
to say that we could not. So far as the manufac- 
turer is concerned, after he has made an article and 
offers it for sale at a price with a profit at which 
he is willing to sell it and we buy it, he should be 
satisfied. If it has merit and repeats, and we sell 
to the consumer (and this is where he wants it to 
go) at our loss, it is his gain. 

So we say: Give us an open market with no 
strings on it! Put us on the same footing with 
prices given the catalog houses! And in the lan- 
guage of the immortal Macbeth we will say, “Lay 
on, MacDuff, and damn’d be him that first cries, 
‘Hold, enough!’ ” 


° Yours respectfully, 
HAGER BROsS., 
W. ‘V. HAGER. 


Outgrown Leaves 


HY do the leaves fall? It is not a matter of frost. 


Some trees are stripped before frost comes— 
others keep their foliage long after its arrival. The 
process is the result of a natural severance between the 
tree and its leaf, no longer useful. Really the leaf is 
pushed off by a new leaf-bud forming underneath its 
point of attachment, slowly getting ready to continue 
its service next spring. Thus the autumnal falling of 
the leaf is not a matter for tears and doleful poems, 
but for hope and rejoicing, since it tells of another 
birth, and exhibits how alive and energetic is the tree. 
One might say, in fact, that the beginning of the year 
is now, rather than in spring; for when the vernal 
warmth, with its stimulus of growth, arrives, it finds 
the trees well started and ready to take advantage of 
the first “growing weather.”—The Outlook. 
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THE MAN BEHIND THE COUNTER 


The one clerk was seated behind the coun- 
ter, his feet perched on the top, drawing inspira- 


The Wholesome Influence of a Kick 


HERE’S a part of our anatomy 
Upholstered just for kicks; 
Tempered by old Mother Nature 
To receive life’s hardest licks. 
jae result may be unpleasant, 
But when thought comes home to roost, 


Often times we find the kick 
Is just another form of boost. 


sometimes became more of a pastime than a 
real game-improving exercise, and _ the 
spectacle of a big husky athlete “soldiering”’ 
through a practice game was apt to get-on the 
nerves of an ambitious coach. I remember one 
instance in particular: We were playing the scrub 
in anticipation of a big game in the near future. 
I was taking it pretty easy. Time after time I 
lobbed through a rush with my mind on the grand- 
stand rather than the play. The coach was peeved. 
I knew it, but it failed to worry me. Finally things 
reached a limit as I loped into a line play about 
forty minutes late. Nothing was said, but when 
the play was repeated, the coach was on deck, and 
there was something doing. When I started my 
regular slow race he didn’t wait for words. He 
merely side-stepped the quarter-back and planted a 
number ten shoe on the bosom of my moieskins, just 
as I was getting under headway. The effect was 
miraculous. I was mad—fighting mad—clear 
through. No live American truly appreciates a 
good kick at the time of administration. There was 
no time for me to fight the coach, so I took it out on 
the team ahead. The way I tore through that scrub 
made football history. I found I could do things to 
their line that I never realized could be done. I 
forgot the grouch, and when the practice was over 
there wasn’t a particle of animosity left for the 
man behind the kick. I had learned my lesson. 
Sometimes in the realms of business there is a 
place where a rhetorical kick is a real boost to bet- 
ter efforts, and when these conditions arise the 
memory of that football kick gives me courage to 
sail in. One of these unpleasant but necessary op- 
portunities fell my way recently, on a trip through 
western Washington. It was about 9 o’clock in the 
morning when I walked into the grimiest specimen 
of a hardware store it had ever been my lot to visit. 
The proprietor was sitting at a dilapidated roll-top 
desk, which carried a seven-year accumulation of 


Boece in the old football days bucking the scrub 


papers. 


tion and vile smoke from a corn-cob pipe. A lady 
entered the store just ahead of me. The clerk never 
moved. He didn’t even ask “Is there anything I 
can show you?” He merely hollered across the 
counter, “What do you want?” “I was just look- 
ing around,” she answered. “All right, help your- 
self,” was the reply of the obliging counter jumper. 
She looked around, and evidently one look was 
enough. Her stay was short, and she left no money 
in the till. 

I approached the Boss, with a lowered feeling of 
respect. “I’m the traveling editor of HARDWARE 
AGE,” I said. He never looked up. I repeated 
the assertion. This time I got a raise: “Don’t 
want to see you,” he snorted; “Don’t want anything 
to do with you—you’re just another grafter.” “I 
beg your pardon,” I said, “I’m not here to bother 
you; I haven’t a thing to sell; I’m merely out get- 
ting acquainted with hardware merchants, and try- 
ing to be of service wherever possible.” “Don’t 
need your services,” he grunted. “I’m still able to 
run my own business.” I waited a minute, then 
tried a new tack. “Didn’t I meet you at the hard- 
ware convention in Spokane last winter?” I asked. 
“No you didn’t,” he snapped. “Don’t attend con- 
ventions—more graft.” I subsided again tempo- 
rarily. “By the way,” I asked, “Isn’t there a busi- 
ness men’s organization in this town? I have been 
told that there is, and I would like to get a little 
information.” ‘“There’s a bunch of darned fools 
up the street trying to run each other’s affairs, but 
I don’t belong,” he said. ‘“‘Run my business to suit 
myself and let everybody else do the same. Say, I 
told you once I didn’t want anything to do with 
you. I mean it—get out.” 

Right there I got a vision of that football kick. 
“I know you don’t want to see me,” I said. “You 
don’t read trade papers; you don’t attend conven- 
tions; you don’t associate with business men; I 
knew it as soon as I entered the door. Your store 
shows it. When a man goes after me as you have, 
on first sight, I always look for dirt and neglect, 
and I never fail to find them. You’ve got the dirt- 
iest store I have ever been in, and I’ve visited 
about three hundred in the last few months.” 

“Eh?” he snorted, “I don’t allow anybody to talk 
to me like that.” “Maybe you don’t,” I said, “but 
in this instance I don’t see how you are going to 
help yourself. You’ve had your say and I’m going 
to have mine. You don’t like me, and you don’t 
like the naper I’m working for. You probably won’t 
think any more of either of us when I’m through, 
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but I’m going to be a better friend to you than 
the man who has been patting you on the back, and 
loading your shelves with junk. You’re a detri- 
ment to yourself and to the hardware trade of this 
community. You’re not making any money your- 
self, and you’re not allowing anybody else here to 
do so. I want to give you a piece of advice: First, 
fire that clerk. I don’t know whether you’re re- 
sponsible for his lack of education or not, but at 
any rate he’s gone beyond the useful stage. Then 
hire some good strong young man, with a little 
ambition, and put him to work with a broom and 
mop. Have him clean up the floor and shelves, 
match up the broken stock and trim the show cases. 
Then get a list of the parts you have robbed those 
stoves, washing machines, separators and plows of. 
Order new parts, and when they get in, put them 
‘on. Get this stock in shape, sell it, and go back 
to the farm.” “I was on a farm before I bought in 
here,” he said. “You don’t have to tell it,” I 
answered. “The store reflects it, from the front 
door to the basement, and I’ll bet the machines on 
that farm you owned spent the winters out of doors 
in the fields.” 

“Well,” he said, “I never was. much of a hand to 
take care of things. Say, he continued, “Would you 
mind helping me out a little along the lines you sug- 
gested?” The kick was getting results. ‘“That’s 
what I’m here for,” I said, and I sailed in. I listed 
the stolen parts of machines, looked up the firms, 
and wrote out the orders on his dingy typewriter. 
I washed a window and trimmed it. I fixed up a 
show case as an oasis in that desert of dirt. When 
I asked the clerk where the surplus stock of cut- 
lery was kept, he said, “If you know so much about 
this store, hunt it up.” I took him at his word 
and hunted it up. When I had finished, and was 
washing my hands at the disreputable wash bowl, 
the boss came back. “Say,” he said, “If you would 
be willing to overlook the first part of our meet- 
ing, I’d like to have you come out to the house for 
lunch. The rest of the family isn’t so darned 
ornery as I am.” 

Well, I went up to the house for lunch, and the 
bright-faced woman who met us at the door made 
me wonder how a man could live in her presence 
and wear the face he did. He introduced me in this 
manner: “Mary, I want you to meet a man who 
has pointed out more different brands of meanness 
under my hide than any man I ever met.” She 
laughed. “I’ve been trying to convince John of 
that for years,” she said. I spent a delightful hour 
and left with a genuine feeling of regret. 

When I started for the train that afternoon, I 
met the clerk on the street. He had been promptly 
canned. He informed me he was going to fix me, 
but when I dropped the Graflex and intimated that 
I was ready for the fixing, he treated the matter 
as he did his work—put it off for a rainy day. 
When I reached Minneapolis I received a letter from 
that merchant, informing me that he was about 
to close a sale of his stock, and thanking me for 
my assistance. I also received a line from one of 
his competitors in which he said that the best day’s 
work HARDWARE AGE had ever done in his town 
was the one in which I induced that merchant to 
sell his stock. 
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As I said in the beginning: Sometimes a kick 
is in reality a boost. In this case it put a man 
back, satisfied, in his true element, and put the 
hardware business of a little western town on an 
equal footing. 

“Sufficient unto the day is the evil thereof.” 


THE MAN BEHIND THE COUNTER. 


Marlin Arms Corporation 


a Marlin Firearms Company of New Haven, 
Conn., established in 1870 by John M. Marlin, 
and owned and controlled exclusively by the Mar- 
lin family up to this time, has just been purchased 
by the Marlin Arms Corporation. The new organ- 
ization is incorporated under the laws of New York 
State with a capital of $3,800,000 to manufacture 
firearms, explosives, projectiles and military and 
naval supplies. The incorporators are R. L. Bacon, 
New York City; Edward Park, Larchmont, N. Y., 
and L. E. Stoddard of New Haven. 

The Marlin family has withdrawn, but the rest 
of the organization remains as before, with the 
addition of the new officers and directors, the ex- 
ecutive officers being: 

A. F. Rockwell, president and general manager, 
also president of the Bristol Brass Company, and 
formerly connected with the New Departure Man- 
ufacturing Company. 

John E. Owsley, assistant general manager, in 
charge of executive work. Mr. Owsley was for- 
merly general manager of the Eastern Steamship 
Company, and assistant to the vice-president of 
steamship lines of the New Haven Railroad Sys- 
tem. 

Elmer E. Neal, works manager, formerly super- 
intendent of the Smith & Wesson factory at Spring- 
field, and recently with the Remington Arms Com- 
pany at Bridgeport. 

The new corporation has already secured con- 
tracts for the manufacture of machine guns under 
the Colt’s patents, and already extensive additions 
are being made to the buildings, machinery and 
equipment, and a very large force of employees will 
be added. With the larger, better organization, the 
company will be able to handle quickly the large 
war orders for machine guns, and at the same time 
maintain a complete stock of Marlin sporting fire- 
arms, sufficient to take care of all trade require- 
ments. 

There is no intention whatever of discontinuing 
or reducing the regular Marlin line of repeating 
rifles and shotguns—the full line will be main- 
tained, and the guns will be improved wherever 
possible—and yew guns brought out from time to 
time, as occasion requires. The Marlin Arms Cor- 
poration assures all dealers that there will be no 
delay in filling trade requirements, now or here- 
after. While other large firearms factories have 
given most of their attention to war orders, the 


Marlin Firearms Company has not previously taken 


on any war contracts, and accordingly has main- 
tained a large stock of all regular sporting sizes, 
and is in a position to make quick deliveries on all 
regular goods. 
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THE WEEKLY REVIEW 


Articles on this Page Are Taken from the Press of the Country 


The Necessary Sunday 
Newspaper 


HE Missouri Supreme Court has 
decided that the Sunday news- 
paper may properly be classified as a 
public necessity, and hence its pub- 
lication does not contravene the State 
labor law. 

There was a time when the Sunday 
newspaper was generally decried as 
an enemy of the Church, on the 
ground that it kept people at home 
to wade through its voluminous con- 
tents. That argument was about as 
sound and as reasonable as to say 
that newspapers ought not to be pub- 
lished on weekdays because com- 
muters might want to keep on reading 
them at the breakfast table, and 
would thereby miss their trains. 

Another objection raised was that 
the Sunday newspaper entailed Sun- 
day labor. Sunday’s activities in the 
main are devoted to the preparation 
of Monday’s issue. Agitation based 
on this premise were better devoted 
to the abolition of the Monday paper. 

The most satisfactory way to an- 
swer the ethical objections raised to 
a Sunday issue is to make it a decent 
and dignified publication which shall 
be a friend and ally of every effort 
that is making for the betterment of 
the community it serves. The news- 
paper and the Church should be co- 
laborers, not foemen. Of course, there 
are many journals with no character 
to lose that bring discredit on jour- 
nalism and exert a deleterious influ- 
ence. But the deleterious can itself 
be deleted. The lurid “colored 
comics” do not have to be fed to a 
child’s mind just because the child 
knows no better, any more than a 
baby is to be regaled with red or 
green paint because it cries out for 
the garish color. The appetite for the 
sensual and the sensational will al- 
ways find deliberate panderers; but 
journalism has a smaller proportion 
of these than many other enterprises 
—or perhaps any other enterprise— 
making an appeal to the public at 
large. 

The news of the world takes no ac- 
count of holidays or holy days, and if, 
when church duties have been per- 
formed and religious privileges have 
been enjoyed, it does no harm to the 
body to walk or ride abroad, it does 
no harm to the open mind to inform 
itself from the rich provision the Sun- 
day newspaper gives on the day of 
the week when most people are most 
at leisure. Before the Sunday edition 
is sweepingly condemned let it be dis- 
passionately analyzed. Its magazine 
contents are likely to be found accu- 
rate and informative; its varied con- 
tents recognize every healthy phase 
of human endeavor; the news col- 
umns and the literary features are 
not more secular than life itself the 
world around on the Sabbath or any 
other day. A clean and upright news- 


paper plays a part in the further- 
ance of godliness which may fairly be 
compared with any other agency of 
regenerative moral influence; and any 
daily journal that is abreast of the 
times and of its duty to its readers 
contains a large amount of informa- 
tion and comment upon specific reli- 
gious matters.—Philadelphia Public 
Ledger. 


Why Do Ten Out of Twenty- 
five Fail? 


HE Federal Trade Board has re- 
discovered an old fact. Little 
business does the big business of the 
United States. In the aggregate, lit- 
tle business is by far more important 
than the trusts, which bulk so large in 
popular fancy. Another old fact re- 
discovered by the Federal Board and 
reported by Vice-Chairman Hurley is 
that a very large percentage of all 
business in America is a dead failure. 
Ten out of every twenty-five business 
concerns, says Mr. Hurley, earn no 
profits whatever. Nine others out of 
every twenty-five earn above $5,000 
a year. Only four hundred and sixty- 
two business enterprises in this whole 


land do a yearly business of $5,000,- 


000 or more. This does not include 
railroads, banks and public utility 
companies. 

One business out of every fifty does 
a business in excess of $1,000,000; but 
the number which earns a profit of 
that magnitude is very small. It is 
a wholesome thing, however, that in- 
dividual enterprise in America is not 
deterred by the corpses which strew 
the road to business success. Thou- 
sands actually fail every year, but 
many succeed in a small way, and the 
sum total of their trade eclipses what 
the great trusts do. Take the so- 
called Cigar Trust. It sells but a 
small portion of this country’s manu- 
factured tobacco. Take the grocery 
store chains and the drug store chains. 
They are totally outclassed by the ag- 
gregate of trade secured by independ- 
ents. Mr. Hurley is right, little busi- 
ness is still supreme, and our hectic- 
brained legislators ought to remember 
that when enacting laws for the reg- 
ulation of business. But can the Fed- 
eral Trade Board tell us why ten out 
of every twenty-five who start in busi- 


ness fail? — Philadelphia Public 
Ledger. 
College Boys Make Cheap 


Food 


ISEASES of food-producing ani- 
mals costs the United States 
$212,000,000 a year. Secretary Hous- 
ton says that our greatest agricultu- 
ral need is a method to stop this fear- 
ful waste and to increase the number 
of food animals. There is no mystery 
about it whatever that the chief rea- 
sion for the high price of all meats, 
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butter, eggs and milk is due to an 
ever-increasing demand and the con- 
stant relative decrease in production. 
The country’s population grows more 
rapidly than the number of food ani- 
mals. Tremendous as were our farm 
products last year, which Secretary 
Houston reports fell only a little 
short of ten billion dollars in value, 
the demand for them was so great 
that prices kept at a record level. 

We grow more than any other na- 
tion, but we waste a great deal more. 
An American family actually con- 
sumes more food than families in any 
other land. In the race between de- 
mand and supply, demand is slowly 
overtaking supply. No news, there- 
fore, carries a more cheerful message 
than that which came down yesterday 
from Center County. The Pennsyl- 
vania State College enrolment is 2300, 
exclusive of the 1000 summer stu- 
dents. It is the biggest since that 
college was founded, and the signifi- 
cance is that State is one of the three 
or four best agricultural schools in 
America. Penn State teaches boys 
how really to farm. It actually tells 
them how to make an apple tree treble 
its yield; how to make a cornfield, 
potato patch or truck garden do even 
better. 

Our country’s one best hope in 
having agricultural supply gain in its 
race with agricultural demand is in 
colleges like Pennsylvania State. If 
some college lad in the next five years 
can tell us how to prevent hog 
cholera and various cattle and sheep 
diseases, the gain will be ten times 
as much as all the money spent on 
all our agricultural schools.—Phila- 
delphia Public Ledger. 


Crops Valued at Six Billion 


HE American farmer smashed 
records in 1915. His wheat. crop 
was over a billion bushels and his corn 
crop over three billions. The value 
of the two reached the unprecedented 
total of $2,686,161,000. The value of 
his smaller crops ran well over $3,- 
600,000,000. 

These estimates were announced by 
the Department of Agriculture. In 
all except three instances, the esti- 
mated production this year ran above 
the five year average from 1909 to 
1918. The winter wheat, buckwheat 
and tobacco yields fell off slightly. 
Cotton production was not as large 
this year as last, owing to the war 
conditions. 

Crop values are given as follows: 


1915 1914 
NE te i $1,755,859,000 $1,722,000,000 
Winter wheat 622,012,000 676,000,000 
Spring wheat 308,302,000 203,000,000 
All wheat.... 930,302,000 879,000,000 
ss xeane 55,569,000 499,000,000 
te wie ek Se 41,295,000 37,000,000 
Flaxseed 24,080,000 20,000,000 
OO” Bee ee 912,320,000 779,000.000 
Tobacco 96,041,000 101,000,000 
5, RE 602,393,000 525,000,000 


—New York Evening Sun. 
























~~ ~AWY MARrag 
wag ww Wag Ny 
POR . WW 
——_ — 


Mwy > 
WN so ‘Gas 
S NE 


QE RESIS 

———— - ~ _ 
coggnONNNTTT 

AAAS 


The Hotpoint Safety Comfo 


The Hotpoint Electric Company, 
Ontario, Cal., has recently put on the 
market the Hotpoint safety comfo, 
which is a metal, flexible, hot-pad. 


























Hotpoint safety comfo 


The Hotpoint safety comfo con- 
nects to any lamp socket and attains 
any desired temperature up to 200 
deg. F. by simply moving a small 
lever at the top of the pad, and the 
temperature is automatically main- 
tained without the slightest varia- 
tion. 

The Hotpoint safety comfo is made 
of pressed steel and is finished in 
highly polished nickel. It is flexible 
so that it will fit the curves of the 
body and can be made to go around 
an arm. It measures 6% x 10% x 
% in. and weighs 1% Ib. It con- 
sumes 40 watts of electricty. The 
equipment consists of 4 ft. of special 
cord with a small interchangeable 
switch plug and 6 ft. of regular cord 
with lamp socket attachment plug. It 
has a washable eiderdown cover, and 
for protection in packing, shipping and 
display, it is covered by a transparent 
paper cover. 

The Hotpoint safety comfo is guar- 
anteed for two years and retails at 
$6.50. 


“Princess” Electric Vacuum 
Cleaner 


The Suction System Cleaner Com- 
pany, Sidney, Ohio, is manufactur- 
ing the “Princess” electric vacuum 
cleaner. This cleaner is equipped 
with a double floor nozzle—the front 
opening with a carpet sweeper at- 
tachment and the back opening for 
the extra strong suction—which the 
company claims is equivalent of going 
over the ground twice with a single 
nozzle machine. This cleaner is 
equipped with arrow motor, which 
the company guarantees to be free 
from electrical or mechanical defects 
and to operate satisfactorily on the 
current for which it is designed. 
Most of the metal parts are made of 
cast aluminum which makes the ma- 
chine light and at the same time 
strong. It is equipped throughout 
with Arguto oilless bearings, which 
the company states require no oil. 
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; Pay steocorsanaed plays such an 
important part in your life 
and mine that it is but natural 
that we should, at times, like to 
handle a live wire without gloves. 
Hardware and Metal, a progressive 
Canadian paper, recently published 
the following list of what electric- 
ity does for one cent: 

Makes twelve slices of toast. 

Operates flatiron twelve minutes. 

Runs washing machines one-half 
hour. 

Brews twelve cupfuls of tea. 

Warms three bottles of baby’s 
milk. 

Makes coffee-for seven persons. 

Burns forty watt Mazda lamp 
for two hours. 

Keeps curling iron warm one 
hour. 

Operates vacuum cleaner three- 
quarters of an hour. 

Boils fifteen eggs. 

Sews 30,000 stitches on machine. 

Based on rate of ten cents per 
kilowatt-hour. 











This prevents soiling of carpets and 
rugs. The handle can be made to 
stand perpendicular when not in use. 

The company states that the 
“Princess” electric vacuum cleaner is 

















“Princess” electric vacuum cleaner 


equipped with a traveling brush oper- 
ated by a pair of noiseless gears. The 
brush and the wheels operating the 
brush are adjustable by one simple 
operation only. These improvements 
are fully covered by patents. The re- 
verse motion of this slowly driven 
brush, the company states, will posi- 
tively gather all hairs, lint, and ravel- 
ings, and deposit them in a dust bag. 


THE Daisy Mrc. Company, Ply- 
mouth, Mich., manufacturer of air 
rifles, is building an addition to its 
plant, which will be ready for occu- 
pancy about Feb. 1, 1916. 
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The “American Beauty” Tea 
Kettle and Coffee Percolator 


Among the many electrical special- 
ties made by the American Electric 
Heater Company, Detroit, Mich., are 

















“American Beauty” electric tea kettle and 
electric coffee percolator 


the “American Beauty” coffee perco- 
lator and the “American Beauty” tea 
kettle. 

The “American Beauty” coffee per- 
colator is described as an extremely 
handsome type of coffee percolator 
that will make six full cups of pure, 
amber coffee, quickly and conveni- 
ently. This coffee percolator presents 
a very fine appearance, and is claimed 
to be of the highest grade in design, 
finish and workmanship. It is finished 
in polished nickel. 

This device uses 350 watts of elec- 
tricity per hour and has a capacity of 
six cups. The retail price in the 
United States is $12.50. 


The “American Beauty” tea kettle 
is claimed to be a very quick heating 
device. It is stated that when cold 
liquids are put into it the contents will 
be boiling in 5 or 6 min. after the 
current is turned on. It is finished 
ordinarily in polished nickel, and is 
provided with a self-contained heating 
element, which makes the use of a 
disc stove in connection with it en- 
tirely unnecessary. 

This device uses 500 watts of elec- 
tricity an hour, and sells in the United 
States for $10. 


THE ENTERPRISE HARDWARE Com- 
PANY of Frederick, Md., has been in- 
corporated to manufacture all kinds 
of small hardware, including shoe 
lasts, shutter fasteners, door locks, 
hinges, etc., ete. The incorporators 
are Harry Ebert, August Meier, 
Henry Meier and Ira B. Staley. Mod- 
ern machinery has been installed, and 
the plant will be in operation within 
a week. 


THE UNION HARDWARE SPECIALTY 
CoMPANY, Oklahoma City, Okla., has 
been incorporated to manufacture 
patented novelties for the hardware 
trade. Charles A. Robinson is presi- 
dent, J. O. Bridges, vice-president, and 
G. L. Buck, secretary and treasurer. 



































|| Editorial Comment | 
eee TUATHA nmi 
Merry Christmas talk. But the awakening came too late in 


ARDWARE AGE extends to everyone of its 
friends and subscribers best wishes 
for a Merry Christmas. This paper 

reaches you at the end of a business week so 
strenuous that without the stimulation of 
excitement and without hearts brimful of 
love for your fellows, complete exhaustion 
would have taken place. 

You have indeed been Santa’s assistant in 
your community, and your reward reaches 
infinitely higher than is shown by indications 
on the cash register. 

It is a great thing to feel that you have 
given your people the best there is in you. 
It is a great thing to know that you have 
passed through the terrific commercial test 
of the past year. It is indeed a privilege to 
those who have watched the struggle to be 
able to say truthfully that your effort, your 
patience, your time and your indomitable 
staying powers have woven for you a new 
fabric of life. 

Step into the new year with our good 
wishes and Merry Christmas ringing in your 
ears! 


What Hardware Merchants 
Should Be Thinking About at 
This Time 

HERE are so many things of apparent 
magnitude to be discussed these days 
that elementary subjects are quite apt 

to be overlooked. Some of these common 
subjects, however, magnify rapidly when 
carefully analyzed. In this period of pros- 
perity when American labor is more fully 
occupied than it has been at any time for 
nine years past, merchants are apt to go 

“selling wild.” 

There is ample reason for this perfectly 
natural desire to trade while trading -is easy, 
but there is one thing of even more impor- 
tance. For the past three years the exten- 
sion of credit has been a thing as elastic as 
price changes themselves. Three years ago 
goods were sold with a careless abandon that 
seemed to invite trouble. Two years ago 
there was little or no signs of a tightening 
in demands upon those who wanted “time.” 

During the past year events too well 
known and too momentous to require a re- 
view have forced a tightening. Good pay 
people have not been urged to over buying. 
Fair pay customers have been made conscious 
that credit was a favor, and slow pay people 
have been advised that money alone could 
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many cases. There have been thousands of 
business failures during the past year, and 
the great majority of the tombstones in this 
commercial grave yard could well bear the 
inscription “Died for the want of a credit 
man.” 

Failure is a shroud no one wants to be 
wrapped in. Business failure through care- 
lessness is a disgrace the bankruptcy courts 
cannot wash clean. Many merchants are go- 
ing to come face to face with startling facts 
when this year’s inventory sheets are totalled, 
facts which will bring sternly home the 
realization that the long difference between 
goods on hand and cash in the bank is repre- 
sented by merchandise sold on credit. It is 
the weak link in too many commercial chains, 
and it needs welding while the fire is hot. 

Most people have money right now. Em- 
ployment is very general, and the collector 
who puts as much heart into getting his 
money as he did into making his sale has a 
most fertile field to work. 

It is time to-day to make an alphabetical 
note book entry of the total of every past due 
account on your books, and from morning 
until night go out after the money. 

When this European war breaks our era 
of intense prosperity is going to be punc- 
tured. There will be a Wall Street crash 
that can be heard around the world, and 
while the terror is on, collections all over the 
country are going to be bad. 

The past due account is the most impor- 
tant cog in the business wheel to-day. 


Automobiles—Their Economic 
and Social Effects 


OT long ago a large distributing house 
with nation-wide interests and con- 
nections made an exhaustive investi- 

gation into the various economic and social 
effects of the increasing use of automobiles. 
For at that time as now there was much 
apprehension and concern among the cautious 
and conservative-minded as to the results 
which they feared must surely flow from 
what they regarded as wild and unreasoning 
extravagance. 

The investigation was conducted by a large 
corps of traveling salesmen, whom time has 
shown to be the most impartial and accurate 
observers of the day. As usual, the actual 
facts gave but scant support to fears of a 
financial or social cataclysm, and demon- 
strated again that not only the common sense 
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but the vision of the average man is usually 
to be trusted in the solution of a problem of 
this nature. It was early disclosed that auto- 
mobiles were being purchased freely in all 
sections in the proportion of about 60 per 
cent in the large cities, 30 per cent in the 
smaller towns, 10 per cent in the country, and 
that both the use of automobiles and the de- 
sire to own them are growing steadily. The 
temperament and customs of the people, as 
well as the question of good or bad roads or 
of local prosperity, or the lack of it, have 
much to do with the use of the machines. 
They are used to proportionately greater ex- 
tent in central and northern Illinois than in 
southern Illinois. Ohio, a many-sided State 
in diversified industries, and with a remark- 
ably intelligent population, goes ahead of 
Pennsylvania despite the great city of Phila- 
delphia, for Pennsylvania has many moun- 
tains and much rough country and likewise 
some very primitive sections. Kansas and 
Iowa are States with but few large cities, 
and where good roads, save in fine weather, 
are not many—yet they are large users of 
automobiles in proportion to the population. 
To a great extent the use of automobiles is 
an indication of the progressiveness and up- 
to-dateness of the people. 

The investigation revealed very definitely 
that the great majority of those purchasing 
automobiles can afford to do so despite the 
prevailing belief to the contrary. By far the 
greater number of purchasers use their own 
money and pay cash. Those using other 
people’s money, by borrowing, and those pay- 
ing part cash and getting part credit are but 
a small proportion of the total. A good deal 
of cash is being drawn from the banks to 
pay for the machines. The proportion of 
mortgages on account of purchases of auto- 
mobiles, while large in the aggregate, is but 
a small percentage of the total. Most of 
the mortgages are in the large cities, next 
proportionately in the smaller towns, and 
comparatively rare among the farmers. As 
might be expected, the natural conservatism 
of the farmer prevents him from being led 
into any serious extravagance. 

The expense incurred in their upkeep is 
much less on the average than is generally 
thought. Barring serious accidents the 
cheaper machines, which are by far the more 
numerous, with proper care do not cost more 
than a horse to maintain. * Certainly less than 
a pair of horses. 

They are very largely being used for livery, 
by doctors in making their rounds, and by 
farmers bringing produce to market. They 
are in common use by commercial travelers 
in the so-called “buggy trips” to towns off the 
railroad. In this way the traveling man 
covers five or six times more territory in the 
same time as formerly and sees and serves 
a great many more customers. The use.of 
automobile trucks is gowing rapidly, but that 
is another story. 

The attitude of the bankers varies from in- 


difference in those sections where purchases 
are light to profound concern where the buy- 
ing is heavy. In the latter case they all agree 
that the situation is serious, and they dre 
chary about making loans for purchases. 
With naive irony the observers remark that 
“every banker owns a machine.” So far as 
any financial cataclysm, constantly and 
vehemently prophesied is concerned, its like- 
lihood may be dismissed as an idle and 
ignorant fear. The use of the machines has 
become an integral part of national life and 
of an advancing civilization. Some years ago 
the same unthinking outcry was raised 
against the widespread purchase of pianos, 
which from a strictly economic point of view 
are both unproductive and extravagant. Yet 
we annually spend about fifty-five million 
dollars in pianos, and nothing so far has 
happened in consequence. That automobiles 
have engendered some forms of dissipation, 
“joy riding,” for instance, is undeniable, but 
against this is the great benefit they are to 
thousands and hundreds of thousands of the 
city-bred, who before knew but little of 
nature’s charms. Like the telephone, they 
expedite many phases of business and make 
possible their quicker accomplishment. The 
“by products” of their use are far reaching 
and often unsuspected. They have done 
more, especially among the farmers, for the 
propaganda of good roads since their intro- 
duction than all the preachments and demon- 
strations of several decades. 

Every owner of a machine is not only a 
convert to the cause of good roads, but a 
missionary. They are bringing the farmer 
in closer personal contact with the towns- 
people, which is the aim and hope of the com- 
mercial club of every small town in the 
country. Farmers with their families come 
into town to church and social gatherings, 
when before they were marooned on their 
farms in solitary dullness. They are likewise 
building up the county seat at the expense of 
the very small town that boasts a general 
store and a few houses. ‘Miles do not count 
for much now, and there is better shopping 
and more people to see at the county seat. 
They have added new impetus to the trapping 
business because of increased demand for fur 
coats. Theysare building up the wayside 
inn and adding new life to the country club. 
They have increased the size and use of the 
lap robes, and nearly put hammocks out of 
business, for swinging in hammocks of hot 
nights seems tame by the side of a spin in 
the country. It is needless to dwell upon the 
enormous industry which they have created, 
but its numerous ramifications are seldom 
realized. The smallest village now needs to 
be provided with gasoline supplies and a long 
line of sundries and supplies for the passing 
automobilist. The “jitney” phase is yet too 
new and untried to venture any forecast as 
to its future, except that probably in modified 
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form it may offer another mode of cheap and . 


rapid transit. 











Got Satisfaction 


MOTORIST was stopped by a policeman for speed- 
ing, whereupon he became angry and called the 
policeman an ass. After he had paid his fine the 
Judge reproved him for what he had said to the officer. 
“Then, I mustn’t call a policeman an ass?” he said. 
“Certainly not,” said the Judge. “You must not 
insult the police.” 
“But you wouldn’t mind if I called an ass a police- 
man, would you?” 
“Why, no; if it gives you any satisfaction,” an- 
swered his honor with a smile. 
The motorist turned to the man who had arrested 
him. “Good day, policeman,” he said, and immediately 
left the courtroom.—Boston Transcript. 


A New Complaint 


GERMAN whose wife was ill at the Seney Hos- 

pital, Brooklyn, called the first evening she was 

there and inquired how she was getting along. He was 
told that she was improving. 

Next day he called again, and was told she was still 
improving. This went on for some time, each day the 
report being that his wife was improving. 

Finally one night when he called he was told that his 
wife was dead. Seeing the doctor, he went up to him 
and said, with a world of sarcasm in his voice: 

“Vell, doctor, vat did she die of—improvements?” 
—Medical Pickwick. 


Wonderful, Except 


OPH.—“Your girl is a wonderful dancer but for two 
things.” 
Junior (elated at compliment paid his girl)—“Yes, 
I think so, too, but what are the two things?” 
Soph. (beating a hasty retreat)—“Her feet.”—Burr. 


No Highbrow 


ACON—The giraffe is said to be the only animal 

in nature that is entirely dumb, not being able to 
express itself by any sound whatever. 

Egbert—It’s just as well, for if it could speak it 

would talk over everybody’s head. —Yonkers Statesman. 


Altogether Too Cheap 


HE DOCTOR—Madam, you must take more exer- 
cise. I should advise walking every day. 
Mrs. Newlyriche—Walking! My dear doctor, you 
must be accustomed to attending poor people.—Phila- 
delphia Record. 


Brotherhood 


Shee One bethought Him to make man 
Of many colored dust, 
And mixed the holy spirit in 
In portions right and just; 
Each had a part of mind and heart 
From One Himself in trust. 
Thus came the brown and yellow men 
And black and white and red, 
So different in their outer look, 
Alike in heart and head. 
The selfsame earth before their birth, 
The selfsame dust when dead.. 
—From Chinese Lyrics, in Harper’s Weekly. 


Preparedness 


NE of the brightest publications that comes to our 
office is the Visitor, the little house organ of the 
Southern Bedding Company, Baltimore, Md. Whatever 
one’s views may be on the question of our country’s 
“preparedness,” these paragraphs must strike him as 
clever: 

“Pink stockings and silk parasols are all right when 
the sun shines, but you want a good old-fashioned ‘um- 
brellie’ and a pair of ‘gums’ standing in the corner by 
the hall rack—you can’t tell when it’s going to rain.” 

“A bullet in your gun’s worth two in your stomach.” 

“Preparedness works while you sleep.” 

“You didn’t raise your boy to be a soldier—listen— 
Brother—you didn’t raise the Star Spangled Banner 
to be torn down.” 

“The Dove of Peace is a Poor Bird to pit against a 
Game Cock.”—Southern Furniture Journal. 

Sensitive 
| Nie seat in the trolley was occupied, when a 
group of women got in. Going through the car to 
collect the fares, the conductor noticed a man asleep. 
Seizing him by the shoulder, he proceeded to shake 
him back into a state of consciousness. 

“Wake up!” shouted the conductor. 

“I wasn’t asleep,” said the passenger. “Not asleep,” 
snapped the conductor. “Then what did you have your 
eyes closed for?” 

“It was because of the crowded condition of the car,” 
explained the passenger. “I just hate to see women 
standing.”—Exchange. 


Needed to Be Explained 


RS. HENNESSEY, who was a late arrival in the 
neighborhood, was entertaining a neighbor one 
afternoon, when the latter inquired: 
“An’ what does your old man do, Mrs. Hennessey?” 
“Sure, he’s a di’mond cutter.” 
“Ye don’t mane it!” 
“Yis; he cuts th’ grass off th’ baseball grounds.”— 
Lippincott’s. 
Ma Corrected 


ITTLE SISTER—“Ma, Willie kept the largest half 
of the apple for himself.” 

Willie—‘No, I didn’t, ma.” 

Mother—“But I see the largest half in your hand.” 
Willie—“Excuse me, ma. There being but two halves 

to an apple, there can’t be any ‘largest.’ ””—Boston 

Transcript. 


Languid Larry’s Luck 


ENTLEMAN—“What would you do with a nickel 

if I gave you one?” 
Tramp (sarcastically) —“Git a new rig, mister, an’ 
some supper an’ a night’s lodgin’ an’ breakfast an’ 


dinner termorrer.” 
Gentleman—“My good fellow, take this quarter and 


support yourself for the rest of your life.”— Boston 
Transcript. 
Historic Occasion 
HE Thomas Dudley Memorial Gate at Harvard was 
dedicated this noon with the ancestors of the Gov- 
ernor in attendance as a part of the annual field-day 
of the family.—Eachange. 


A man’s flattered when you say he drinks like a fish 
and insulted when you say he looks like one. 


62 











WASHINGTON NEWS 


Stevens Bill Reintroduced—The Tax on Mail Order Houses—The 
Cummins Law 
By W. L. CROUNSE 


WASHINGTON, D. C., Dec. 20, 1915. 
NEW champion of the retailers favoring price 
A\ isintenance has arisen in the House of Rep- 
resentatives. Representative William A. Ayres 
of Kansas has reintroduced the so-called Stevens 
bill and has pledged his best energies to securing its 
passage. The bill is now known as H. R. 4715, but 
is identical in all respects with the measure as pre- 
sented in the last Congress by former Representa- 
tive Raymond B. Stevens of New Hampshire, who 
is now counsel of the Federal Trade Commission. 
Mr. Ayres is a modest man and prefers that the 
measure continue to be known as the “Stevens 
Bill,” but the prediction may be ventured that it 
will soon come to be called the Stevens-Ayres bill. 
Mr. Ayres hails from the enterprising city of 
Wichita, but was born at Elizabethtown, IIl., in 
1867. When fourteen years of age he moved to 
Kansas, where he was educated in the district 
schools and in Garfield University, now known as 
Friends University, of Wichita. He was admitted 
to the bar in 1893 and has served four years as 
county attorney of Sedgwick County, Kansas. 


In the Interest of the Small Merchant 


Mr. Ayres has long believed that something is 
coming to the small merchant in the way of protec- 
tion from the predatory methods of some of his big 
competitors and has gladly embraced this oppor- 
tunity to devote his energies and his fine legal 
equipment to placing on the statute books a meas- 
ure designed in their interest. 

Secretary Whittier, of the American Fair Trade 
‘League, who is in Washington conferring with Mr. 
Ayres in regard to the work to be done in the in- 
terest of the Stevens-Ayres bill, is very enthusiastic 
concerning its prospects. To the correspondent of 
HARDWARE AGE he said: 

“IT am delighted that the bill should have so en- 
ergetic a sponsor as Mr. Ayres. He is an enthusi- 
astic advocate of legislation which will protect the 
independent merchants from unfair competition and 
safeguard the public against dishonest advertising 
and false pretenses in merchandising. I am glad 
to be able to say that at the opening of the new 
Congress more than 165 members of the House and 
approximately a like proportion of the Senate have 
pledged their support to this bill. At no previous 
time has the outlook for its enactment been so en- 
couraging.” 

4 That Tax on Mail Order Houses 


In one short week of Congress the proposition to 
tax the interstate business of the big mail order 
houses has achieved a wonderful popularity. Every- 
body seems to think it a good thing. Nobody has 
suggested a reason for opposing it. Everywhere 
the retail dealers are pushing it along and evidently 
do not intend to let their senators and representa- 
tives forget it. 

There are lots of equities in the scheme. In the 
first place, there can be no doubt that the income 
taxes are to be increased and are to be levied upon 
men and women whose earnings are so small that 
heretofore they have been regarded as fairly ex- 
empt. Under the circumstances, why should those 
big philanthropists, the giant catalog concerns, be 
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denied an opportunity to contribute to the Govern- 
ment’s sadly depleted treasury? 

The most powerful reason for levying this tax is 
found, however, in Senator Bristow’s now famous 
report on the parcel post system, in which he made 
it clear that the mail order houses have received a 
free gift of many millions per annum in reduced 
postage rates. What more reasonable and fair than 
that, at a time when Uncle Sam really needs the 
money, these rich beneficiaries of his bounty should 
return a few dollars in the shape of an emergency 
income tax? 

The big battle over the revenue question will not 
begin for several weeks. The extension of the 
emergency war revenue act and the restoration of 
sugar to the dutiable list will still leave the Gov- 
ernment a couple of hundred millions shy, for there 
is a big current deficit in the general revenues, and 
the new program for the national defense will mean 
an additional expenditure of at least $125,000,000 
per year for four or five years. | 

Just how to raise this tidy sum with a minimum .- 
of hardship and annoyance to the taxpayers is the 
problem which the Ways and Means and Finance 
Committees will have to solve after the recess. 
Many suggestions have been made by President - 
Wilson, by Secretary McAdoo, by the commissioner 
of internal revenue and by scores of senators and 
representatives, and it may be assumed that Con- 
gress will be equal to the task of finding the money. 

According to the federal constitution all revenue 
measures must originate in the Ways and Means 
Committee; hence Chairman Kitchin and his col- 
leagues will have the first crack at the big prob- 
lem. It should be a pleasant thought to the small 
retailers of the country that the first three bills on 
the calendar of the Ways and Means Committee 
provide for a modest little tax, not exceeding: 2 per 
cent of the retail price on all interstate shipments 
of mail order merchandise. It will be hard for the 
committee to overlook these measures. 

Don’t forget, however, that the influences that 
brought about the passage of the parcel post law 
will be here working against any tax on the busi- 
ness of the catalog concerns. What a lobby has 
done a lobby may do. So the end is not yet. 


To Repeal the Cummins Law 


Senator Cummins of Iowa was at one time re- 
garded as a presidential possibility. Then his name 
got tangled up with a bill which became a law and 
which required every traveler to state in writing 
the exact value of his baggage before being able to 
have it checked, no matter whether he was hasten- 
ing breathlessly to his mother-in-law’s funeral or 
embarking on a leisurely vacation jaunt. 

Senator Cummins has passionately declared that 
he is not the author of the obnoxious provision, but 
is the innocent victim of an amendment offered by 
Senator Reed of Missouri. It really doesn’t mat- 
ter. His presidential boom is about as lifeless as. 
a punctured toy balloon. 

But now comes another presidential possibility. 
Senator Weeks of Massachusetts, who looks like 
the real thing to lots of the Republican managers, 
is about to take a leaf out of Senator Cummins’ 
book, but he turns it upside down. He has just 


wy 








64 


introduced a bill which, if enacted, will take all the 
sting out of the Cummins law and will make trav- 
eling once again a pleasure, whether you have one 
trunk or ten and whether you know the actual value 
of your last year’s summer clothes when next you 
start for the seashore. Here is Senator Weeks’ 
bill: 

“Provided that where property, whether hidden 
from view or not hidden from view, is tendered for 
transportation by express or as baggage and the 
tariffs of the carrier provide for rates of trans- 
portation based upon a maximum liability on the 
part of the carrier under such rates, and also pro- 
vide for an additional charge to be made for the 
transportation of such property when declared to 
be of a value greater than said maximum liability, 
the carrier’s liability may be limited as provided in 
its tariffs, unless the shipper declares in writing 
a greater value; and as to such property so ten- 
dered for transportation by express or as baggage 
the shipper shall not be required to declare in writ- 
ing the value of such property unless a greater 
protection to the owner than said maximum lia- 
bility is demanded by the shipper; and where the 
value of the property so tendered for transporta- 
tion is so declared in writing by the shipper the 
carrier shall not be liable beyond the amount so de- 
clared; and as to such property so tendered for 
transportation by express or as baggage it shall 
not be unlawful for the shipper to declare less than 
the actual value.” 

If Congress is wise enough to pass this bill— 
and probably it is—shippers of merchandise by ex- 
press, commercial travelers and casual tourists will 
all be relieved of the burdens and annoyance they 
have experienced under the Cummins law, while at 
the same time they will preserve the privilege of 
being able, if they desire, to insure their packages 
or baggage by paying a small fee. Commercial trav- 
elers can declare the value of their sample trunks, 
if they choose, or may rely upon the general lia- 
bility of the carrier for the limited amount covered 
by the standing tariffs. Trade associations will be 
at liberty to renew their contracts with insur- 
ance companies to provide special indemnity in 
addition to the liability of the carriers and all once 
more will be serene. 

Either Senator Weeks is a man of good political 
sagacity or else he employs a mighty clever private 
secretary. 

Opposition to Curtailment of R. F. D. 


Postmaster General Burleson’s plan to put a 
limit on the wholesale extension of the rural de- 
livery service, so that he can have a few more dol- 
lars to spend on the parcel post, has aroused the 
ire of a prominent member of the House. Mr. 
Park of Georgia is for the parcel post all right, but 
not at the expense of his dearly beloved Rural Free. 
Mr. Burleson’s plan of abolishing routes in certain 
sparsely settled sections doesn’t appeal at all to the 
member from the “Cracker” State, who has lived 
in the country himself and can never forget the de- 
light with which the farmers’ wives in the vicinity 
of his old home in Sylvester, Ga., used to welcome 
the rural free delivery carriers loaded down with 
the b-e-a-u-t-i-f-u-| catalogs of the mail order 
houses and the seductive circulars of the Denver 
gold-mining companies and the _ get-rich-quick 
schemers in Chicago. Mr. Park made a painstak- 
ing campaign for his seat in the House of Repre- 
sentatives and getting acquainted with the farm- 
ers’ wives and their wishes was one of his special- 
ties. Now he’s a fixture in Congress. 

Mr. Park has introduced a bill to head Mr. Burle- 
son off. It provides that “the Postmaster General 
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be, and he is hereby, directed to rescind the order 
consolidating rural free delivery horse-drawn ve- 
hicle routes into rural free delivery motor-vehicle 
routes, restoring the rural mail service to the 
status it occupied on March 4, 1915.” 

The bill also provides that “the motor-vehicle 
routes which comprise two or more horse-drawn 
vehicle routes shall be established only upon peti- 
tion of the patrons residing on said routes; that 
the rural delivery carriers on horse-drawn vehicle 
routes who were suspended from the service by rea- 
son of the discontinuance of their routes be rein- 
stated immediately without examination; that 
standard horse-drawn vehicle routes be established 
to serve the new territory included in proposed 
motor-vehicle routes, said routes to be served by 
carriers appointed from list of eligibles certified 
for appointment to motor-vehicle routes, and, that 
a standard horse-drawn vehicle route shall be 
twenty-four miles, and that compensation for 
service on such standard horse-drawn vehicle routes 
shall be $1,200 per annum, with an increasing com- 
pensation of $30 for each mile added to such routes 
above the standard length, and with a decreasing 
compensation of $30 for every mile below said 
standard.” 

Just how much it would cost to enforce Mr. 
Park’s measure cannot be accurately stated, but it 
is estimated that it would add substantially to the 
present modest rural free delivery appropriation of 
fifty-odd million dollars. | 

Somebody said the other day that the Govern- 
ment is now planning to spend money on nothing 
but national defense, parcel post and rural free de- 
livery. 

It’s no joke! 


Fraud Using Starrett Name 


ATHOL, MAss. 
To the Editor: 
A check, of.which the following is a copy, 
The L. S. Starrett Co., No. 986 
The World’s Greatest 
Tool Makers 
New York City, Nov. 1, ’15. 
Pay to the Order of Venor Murdock $90.00 
Se Os air olive Ko sihg bs eab Cin etnuye Dollars 
National City Bank THE L.S. STARRETT CO. 
New York City. N. Y. By L. S. Starrett, Jr. 


was cashed early this month by a bank in Missoula, 
Mont. Another check for $40 in favor of the same 
man was cashed on Nov. 26 at a hotel in Big Tim- 
ber, Mont., the signature on the second check being 
“B. F. Starrett.” The hotel in Big Timber, Mont., 
advises us that the man who got the check cashed 
had dark hair and a black moustache, weighed 
about 215 lb., height 5 ft. 6 in., and talked with a 
foreign accent. 

There is no L. S. Starrett, Jr., and no B. F. 
Starrett connected with our company, and both 
checks are fraudulent. 

We would suggest that you warn the hardware 
trade in regard to this matter. 

Yours respectfully, 
THE L. S. STARRETT Co. 
By. F. E. Wing, Treasurer. 


THE WHEELING STOVE & RANGE COMPANY, Wheel- 
ing, W. Va., has opened a branch office at 50 Vestry 
Street, New York City, with C. N. Cumberland as man- 
ager. A full line of gas ranges, gas heaters, hot plates, 
ovens, water heaters, etc., will be on display. 
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Henry Marti Shot 


ENRY MARTI, 
vice-president of the 
National Hardware 
Dealers’ Association,! 
secretary of the Texas 
Retail Hardware Men’s 
Association and well- 
known business man of 
Dallas, was at the point 
of death recently at his 
home, 2818 Laclede 
Street, as a result of a 
wound caused by the 
accidental discharge of 
a pistol in his room. 
The bullet entered the 
left breast, and, pass- 
ing near the heart, 
came out at his back 
just below the left 
shoulder-blade. Dr. C. M. 
Grigsby, who was called, declared that Mr. Marti 
was seriously injured, but he nevertheless had a 
fighting chance. 

Mr. Marti was looking in a dresser drawer for 
some papers at the time of the accident. Capt. 
Dean S. Arnold of the police department, who is a 
brother-in-law of Mr. Marti, after making an in- 
vestigation of the room in order to determine the 
manner of the accident, said that all the indica- 
tions were that Mr. Marti was leaning over the 
drawer when he received the wound. His conclu- 
sion was that in moving the papers about Mr. 
Marti also moved the revolver, which caught on 
some object which discharged it. 

Mr. Marti was born in Switzerland and spent his 
boyhood days in that country. On coming to the 
United States he first settled in Kansas. From 
that State he came to Dallas twenty-two years ago. 
He was a collarmaker by trade and found employ- 
ment in Tenison Bros. factory. For some time he 
was president of the Dallas Collarmakers’ Local 
Union. He did not long work at his trade. Think- 
ing the implement business offered a more promis- 
ing field, he went with one of the machinery houses. 
He was in this business when he was elected sec- 
retary of the Texas Hardware Men’s Association 
several years ago. He is now serving his third 
term in that office. Last year he was elected vice- 
president of the National Hardware Association. 

About fifteen years ago Mr. Marti was married 
to Miss Ada Smith, daughter of the late Rev. An- 
drew Smith, a pioneer Congregationalist minister, 
who was once pastor of the Pilgrim Congregational 
Church of Dallas. Mr. and Mrs. Marti have two 
children—George, thirteen years old, and Martha, 
eleven years old. Mr. Marti’s parents live with 
him. 

To supplement the above account taken from a 

' Dallas paper, HARDWARE AGE has received a tele- 
gram from D. S. Arnold, captain of police, at Dal- 
las, and a brother-in-law of Mr. Marti, which reads 
as follows: “Henry Marti is doing nicely. I am 
sure that he will get well.” 


Practical Exporting 


COMPREHENSIVE and exhaustive hand book 
for manufacturers and merchants on exporting 
entitled, “Practical Exporting,” by B. Olney Hough, 
editor of the American Exporter, 17 Battery Place, 
New York, is just out. It follows other similar 
works of Hough’s on “Elementary Lessons in Ex- 
porting” and “Ocean Traffic and Trade.” 
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Back of this book is Mr. Hough’s 15 years’ ex- 
perience in foreign trade as salesman, manufacturer 
and commission merchant followed by 8 years in 
editorial work covering the export field. 

The chapters of the cloth-bound book containing 
632 pages, each 6 x 9 in., are arranged in logical 
sequence for a first to end reading, but each chapter 
is complete in itself, making the book advantageous 
for ready reference. 

One of the strong features of great practical 
value is the inclusion of 39 fac-simile export docu- 
ments, printed separately on appropriately colored 
papers which are bound into the book as the sub- 
jects are reached. These documents have been filled 
out with imaginary transactions, which gives them 
the force of actuality as specimens, they having been 
executed with the assistance of prominent exporters, 
shippers, banks and others specializing in export 
trade. : 

The scope of the book will be understood from 
scanning the titles of the various chapters which 
cover Ways and Means; Some Mistaken Impres- 
sions; Markets for American Goods; Export De- 
partments; Foreign Trade Correspondence; Travel- 
ing Salesmen Abroad; Advertising to Get Export 
Trade; Export Commission Houses; Local Foreign 
Sales Agents, Distributors and Branch Offices; The 
Export Order; Preparing Shipments; Making Ship- 
ments; Marine Insurance; Financing Foreign Busi- 
ness; Credits, Acceptances and Collections. 


Conditions in the South 100 Per 
3 Cent Better 


B. HOPPER, district sales manager in Cin- 

* cinnati territory for the National Screw & 
Tack Company, Cleveland, Ohio, has just returned 
from a business trip through Tennessee, North 
Carolina and Georgia. He reports conditions in 
that part of the South as being 100 per cent better 
than at this time last year. In an interview with 
a HARDWARE AGE correspondent he says: “The 
hardware merchants at every point I visited look 
for 1916 to be a year of unprecedented prosperity. 
On account of the advance in the price of cotton 
and tobacco, farmers are now able to pay their 
debts to the merchants. It is also not generally 
known that the farmers have received the highest 
prices for cotton seed in the history of the country, 
the oil mills paying in many localities $40 a ton, 
and in some instances $50, which is certainly an 
improvement over $18, the average price last year. 
“The hardware merchants were either not able or 
willing last year, or during the first half of the 
present year, to lay in any large stocks, so that 
they are now buying freely. This buying move- 
ment has been further stimulated by the rapid ad- 
vance in the quotations on all iron and steel prod- 
ucts. The cotton mills in North Carolina are all 
working with full forces and on full time. Condi- 


‘tions in the Central West are also very satisfac- 


tory.” 


THE Mysto Mrc. Company, New Haven Conn., is 
preparing plans for the erection of a factory in Fair 
Haven. The structure will be of brick and concrete, 
either three or four stories. 


THE BANTING Mrc. CompPpANy, Toledo, Ohio, has been 
incorporated with a capital stock of $400,000 to manu- 
facture threshing implements and steam engines, by C. 
C. Banting and others. 











PUBLICITY FOR THE RETAILER 


Special Sale Ads That Got Business—Reinforcing Newspaper Advertis- 
ing with a Cleverly Edited Store Paper 





ofewmans:|\ REAL BARGAIN SALE 


Aeumans. 


The Store for Better 


They Are Worth Money. | we Redeem Our Cash Checks at 5% in Cash When You Return $10 Worth or More | Values in Hardware 





The goods we offer below are not old Dead Stock that we are trying to work off, but are Brand New Goods that have been 


bought within the last few days especially for this sale. 


We offer only dependable merchandise that will give satisfac- 


tion and we will refund the money on any article that is not satisfactory and we will do it as cheerfully as we accepted it. 


These Prices Are Good Only for Saturday the 27th, From 7 a. m. to 10 p. m. 








Electric Iron, guaranteed forever, 


with 6-foot cord and 
stand. Special price only.. 1.98 





‘ : 
High Grade Glass Wasiwvoard, worth 
35c.. Special 


sale price only.,.........-++- P 19¢ 





High Grade Copper Bottom. Wash 
Boiler, with large wooden handles; 
regular No. 8 size. 


Special price........ (es eees ace 98c 





Heavy Galvanized No. 0: Wash Tub, 
capacity 9 gallons; a 


60c value for only..........+. 39c 





Set of three Sad Irons, aluminum ‘in- 
ish, nickel plaied Feod, with asbestos 


’ covered pac: a :eal bargain 98c 


PS ae sy ee ae Meg ea Beck oP 

20% DISCOUNT ON BRIDGE & 
BEACH HEATING STOVES TO.- 
MORROW. 





I a SB Se soe nkae biebane see babeeee-e 








Genhin@ Starnicy No. 5 Jack Plare, 14 inches long. 
Special tor.......... Mobichtee beets ee er i .69 





Genuine Yankee Spiral Ratchet Screwdriver. 


' Our special price only................. i acento manic ahautindel 98c¢ 








Genuine Iiumb Nail Hammer; nickel plated, with select hickory 


handle; fujl size; worth $1.00. 59 








Solid Aluminum Skillets, extra heavy weight. 
Ee SG | ee ck Soe edb homo boos ccten 


Solid Aluminum Fry Pan, large size. 


Worth $1.25. ‘Special.............:.... cil eG, 59¢ 















High Grade Horse Hide Double Swing Razor Strops. 
One lot worth 50c and 65¢. ‘Special price RE ee 





One lot worth 75c and $1.00. 


PE Gc b's oes bE bed pecs cede cseeccéusceeceeces 49¢ 


These are factory samples, consequcnily the low prices. 


Genuine -Colgate’s Barbers’ bar Soap; usually sold at 10e. 3 


| ga Rc get ak eA AD pe aa OS RS SEN 


. Kitchen Knife 








‘Blue Ribbon Metal Polish for Brass, 


etc, - Special prices: 

Re MD. co cc dviasachs casesene 98c . 
% gallon size.........« iSeuncand isan 59c 
oy Ce MER, . od a peeccembiome 33c 
BS WS Ee ec ck Shs ccdécccdsewed bet 19¢ 
2 CER. i whss ec tdee necdae odes lic 
OE ES Fe ee ee ee 7c 





will hold a 


29c 


Steel Roaster or Beker; 
large roast or chicken. 
tt Mi cess aceewieeess 





High Grade Alarm Clock; keeps good 


time; guaranteed for 1 year. 
Special Price... ..ccccccccoce 19¢ 


High Grade Paring Knife, made of 
good steel with black ebony handle; 


a 25c value 9 


Be GS bees cui si Cees Fodder ede 


containing 1 


bread, 1 butcher and 1 paring 
MpiSe, ME £O0s 25. ccccccescesee 23¢ 


Set, 





SPECIAL OFFER ON BRIDGE &@ 
BEACH RANGES TOMORROW. 





Operating three 
Hardware Stores 
and buying in 
large quantities 
enable us to. offer 
the best values. 





Phone Your Orders 


OUI = Saypdy 


3/92 S0. OH/O-SEDAL/A.MO. 
Prompt Delivery Service 


Both Phones 36] | 





We Have But 
Ine Price 
to all. That the 
lowest consistent 
with high quality 
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It Closed Out Practically Every Bargain 


No. 1 (4 cols. x 13 in.). This ad was sent us by 
the Newman Hardware & Supply Company, Se- 
dalia, Mo. It is a genuine special sale ad both in 
make-up and in the results that it produced. Be- 
fore taking up comment on this ad and also two 
other Newman ads that are herewith reproduced, 
we quote from a letter received from the Newman 
Company outlining its scheme on special sale ad- 
vertising: “We run advertisements of this kind 
every week and follow them up during the week 
with a one column x 6 in. ad every day, and we 
get excellent results from them. We sold entirely 
out of almost all items that are in our large ad, and 
had to disappoint a good many customers who came 
late. In running special sales, we never use any 
old stock, but always purchase new goods and dis- 
regard our profit on them. It gets the confidence of 
our customers and pays us more in the long run 
than if we try to make a large profit on our sales, 
as it gets people in the habit of buying from us.” 
The letter closed with a request for our criticisms 
and suggestions. We think that the Newman pol- 
icy is eminently correct as the Newman people 
state that the great value of this style of special 
sale advertising is its influence in winning new 
customers for the store and inducing regular trad- 
ing habits on the part of old customers. In other 
words special sale ads of this type cement a lively 
interest in a store that hardly can be secured in 
any other way. This particular ad is exceedingly 
well handled. Its title identifies the appeal at a 
glance and the opening paragraph is especially 
strong and to the point, convincing the reader that 
new goods and not dead stock are being offered. 
Note carefully the second sentence of the opening 
paragraph in which a refund offer is made. While 
inspecting this heading, do not fail to notice the 
cash check plan which in itself is a great trade in- 
fluencer. Like a real special sale ad the prices are 
good only for a limited time and this time is plainly 
stated at the top of the announcement. The cuts 
in every case are clear and picture the articles to 
good advantage. The prices are extremely plain 
and the column arrangements make reading easy. 
In some cases the original value is not stated. We 
think this is a very important point in a special 
sale ad and the original value ought to be stated on 
every article. In noting the neat firm name signa- 
ture, read over carefully the copy in the small boxes 
on each side of the signature. The thought, in each 
case, is a sales-builder. 


A Good Follow-Up Ad. 


No. 2 (1 col. x 6 in.). This is one of the small 
ads with which the Newman Company follows up 
the large ad every day in the week. Notice that 
this ad features but one article and is especially at- 
tractive. In such a small ad as this it would be 
confusing to feature a number of articles and the 
idea of following up the large ads would be very 
likely lost. These small ads running through the 
week serve to cement the impression made by the 
larger ad and do much toward making the large ad 
looked for and read carefully. The make-up of this 
ad is very neat and the use of the same firm name 
signature cut helps further to tie it up with the 
larger ad. 


Neatly Laid Out 


No. 3 (1 col. x 6 in.). Another one of the small 
ads that the Newman Company uses during the 
week. It will be noticed that there is no special sale 
appeal in this ad. A store that makes a feature of 
running special ads is really in a stronger position 
to advertise its regular lines than a store which 
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The German Heater 


Burns the smoke, warms the floor, 
makes.no soot or gas and uses 
less fuel. See this stove before 
you buy. 


Monarch Oilstoves 


At Reduced Prices. 








to reduce our stock of Oilstoves 
and Ovens, we offer them for 
this week at a discount of 
ten per cent. 





THE MONARCH BURNS 
WITH A CLEAN, BLUE 
FLAME NEXT TO THE 
COOKING. MAKES NO 
SMOKE, ODOR OR DIRT. 


ae 





The Largest Stock in Sedalia 
to Select From. All 1915 Mo- 
dels. 








COUNT ON. REFRIGERAT- 
ORS THIS WEEK. 


Bridge, Beach Stoves & Ranges 


Giana eG 


| TWENTY PER CENT DIS- 


Sioves om payments if desired. 


Bridge, Beach Stoves & Ranges 














Pr 3/9 50. OH/0-SEDAL/IA.MO 


3/9 SO. OM/O-SEDAi/A. MO 








At the left: No. 2—Cementing the impression made by 
the larger ad. No. 3—Very attractively handled 


does no special advertising for there is an interest 
attached to the special sale advertising that con- 
tinues on through the store’s regular advertising. 
This particular ad is attractively handled. Its main 
feature is the finely drawn cut which characterizes 
the whole lay out. 


A Page from a Well-Edited Store Paper 


No. .4 (5 in. x. 8 in.). This is a page from the 
Rocklyn Index, published by the Hicks & Watts 
Hardware Company, Rockville Centre, N. Y. The 
publication takes its name from two cities in which 
the Hicks & Watts stores are located, namely, Rock- 
ville Centre and Lynbrook. This store paper con- 
sists of four pages printed on a good grade of white 
coated paper and the first issue from which this 
page is taken shows on the front page a reproduc- 
tion of one of the Hicks & Watts Hardware stores. 
The items in this store paper are written in a 
chatty, personal style, as will be noted on reading 
the page reproduced. This distinctly separates it 
from the ordinary circular. Note the very fine cuts 
used and how the aluminum cooking utensil ad is 
made to stand out by the use of display type. The 
last page of this folder features a kitchen cabinet 
as a Christmas present. The front page of the 
paper carries no display ads but has one or two 
small reading notices about the different lines of 
stock carried. The rest of the page is made up of 
special items of interest entirely apart from any 
appeal for business, giving the paper a general 
interest at the start. The enterprise of the Hicks 
& Watts firm is a comment upon an editorial in the 
Rockville Centre local paper, The Owl. Under an 
editorial heading, “Keep Trade at Home,” The Owl 
has this to say: “Many merchants complain that 
the residents of our suburban villages, especially 
the commuters, don’t trade at home. These men 
buy many of their goods in Greater New York. 
Why is it? Largely because merchants ‘are asleep 
at the switch.’ If you stand idly by and make no 
real effort to get the commuters and others to buy 
at home, don’t blame them, blame your own stupid- 
ity, Mr. Merchantman. If the local merchant will 
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“Was your garden a success last year? The city youth secured a job with Far- 
“Very much so. My neighbor's chick- mer Jones. The morning after his ar- 


s rival, promptly at 4 o’clock the farmer 
ize ] how.” 
ens toom-Grst prise at the poultry sho rapped on his door and told him to get 


up 


his eyes. 


Thanksgiving Turkey? We have them “Why, we're going to cut oats,” replied 
from 85 cents up. All guaranteed. the farmer. 


“Are they wild oats,” queried the 
youth, “that you’ve got to sneak up on 


‘em in.the dark?” THE WAY TO 


Are you going to have company 
Thanksgiving? Dollars to doughnuts you BE, I ER LIGHT 
are unless you are to be company your- 
self. If you are ‘to dine at home you 
will probably need many things. We 

















; You need better light in your home: 
You should enjoy all the comforts, conve- 





4 ” - * . o 
Don’t Forget the can supply everything needed. How — ont modern lighting 
LECTTRE BY about a Bread Raiser or a Mixer? A pecetsititie | 
DR. CHAS. T. BAYLIS wi cata late amaaetinenepeencegninttlseng SUNBEAM MAZDA LAMPS 
Press or surely a Double Roaster? Per- NG : i 
ON haps you need a Coffee Grinder or 4a They give ee a age 
““THROUGH DESOLATED BELGIUM” Scale? The list of labor-saving articles a bape wo a dessht rep cu . 
IN THE we have on display is very large. Regular home sizés new only 27 céats. 


Also darry 100-watt 


“NITROGEN” SUNBEAM LAMPS 
Electrical Prosperity Week 


NOV. 29—DEC. 4 
“Do It Electrically” 


Rockville Centre Baptist Church 


Under the Auspices of. 
THE MEN’S LEAGUE 


on . 
DECEMBER THE 2ND 

















Electric Toaster ....+....+s+- ++ $2.75 
‘Electric Ion ....--eeececeeees 2.65 
Electri¢ Radiator <........--.: 5.00 
Electric Cook Stove .....:9---- 17.00 
Electric Vacuurn Sweeper ..... 27.50 
Electric Washer .....c2.++re0e- 85.00 | 
Electric Flash Lamps ..... All prices 
YOU WILL NEED SOME NEW Electric Vulcanizer ..........< . 2.98 
We carry a full line of White Enamel C 0 an all REMEMBER OUR 
Ware as well as Gray Enamel. Every ‘i LS iH rd @ STANDS Hard 
piece is perfect and guaranteed by the in which to prepare that é Wal weak 
manufacturer and by ourselves. TH AN KSGIVING FEAST | 
A satisfied customer never comes back We have what: you want and stand | C K S & AT T S 
alone—this is our motto. 3 back of same as to quality. A =) D fa\ R F 
w : od ¢ » - You can judge the price. For instance: 
e are always glad to show goods 
whether you buy or not. Don’t hesitate 4 pint Double Boiler Merrick Road Atlantic — 
to ask. 98 Cents Rockville Centre Lynbrook 


At the left: No. 4—Distinctly different from the circular. No. 5—Good talk on better light 





allow the residents of our village to know that just 


as good values and ofttimes better values can be ° ‘ 

had at the local stores than in big city stores we Helped In Many Way S by 
think the local people will patronize him. We have 

some good examples of this.” Hicks & Watts, : Hardware Age 

through their advertisements, tell the home folks ROCKVILLE CENTRE, N. Y. 
what they can furnish in hardware. To the Editor: 


We have been in the hardware business about 
two and a half years and have been readers of 
HARDWARE AGE most of that time. We have 
been helped in many ways by information and 
suggestions found in its many interesting 
columns. 

We are enclosing herewith copy of a store 


Tying Up With Electrical Prosperity Week 
No. 5 (1 col. x 8% in.). This is one of Hicks & 
Watts newspaper ads. Here they have lined up 
their store with the Electrical Prosperity Week, 
which was the means of largely increasing the busi- 
ness of all those who sell electrical devices. The 


main appeal of the ad which is on better light is : /‘ 
backed up by economy. The cut in this ad does not “i Sa i ge a RSD Mog Rocklyn, is 
show up to good advantage. It is always a good | | aa r sey “oo . _ Ww gt our stores are 
plan to have your printer prove up your cuts prior ais in — ~ — ; wen csi We 
to running them in your ads so as to discover any and ah nse Se ete ay our leading local 
imperfections and thus be in a position to substi- rte lowing how even the editorial column is 
tute. Note the list of electrical home keeping de- . We im Hag thank for the hel . 
vices featured and note also the store slogan which | } 02, to at =. " mY = 50S . elp oe ave 
we think is rather unique and certainly forceful. ” that . ye weg ae = and assure 
In a letter to us, the Hicks & Watts people state |* 7) 0. “° ® ee ee to it with 
that they appreciated the help received from | ?©#SUF® ours very truly, 

HARDWARE AGE and assured us that they always Hicks & Watts, INc. 
look forward with pleasure to receiving it. 




















SELLING SAWS © 


With a Few Pointers from Alabama 
By THE ASSISTANT MANAGER 
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Saw display made for the Wimberly & Thomas Hardware Company, by J. E. Gallagher 


E. GALLAGHER, window trimmer for the 
Wimberly & Thomas Hardware Company, 
® Birmingham, Ala., is recognized as a mer- 
chandising artist. On many occasions his displays 
have been used in HARDWARE AGE, but never has 
he sent us a more artistic, more powerful, more 
interesting picture than that of the Atkins silver 
steel saw display, recently used to further develop 
the splendid business enjoyed by this concern in 
the South. 
Against Human Nature 
There are two types of hardware men handling 
saws. I can’t resist taking a crack at the minority. 
Did you ever go into a store where the cross cut 
saws were standing in a corner back by the bolt 
bins? Do you remember how they bent bellies 
against the dirty old plaster wall—how the wood 
strips which were supposed to guard the teeth had 
been removed—were broken or loose at one end? 
Do you remember how you felt as you noticed those 
carefully filed saw teeth eating grit out of the wall 
or cutting teeth against one another? You also re- 
member the rust streaks caused by a careless clerk 
and a sprinkling can: He kept down the dust all 
right, but freedom from dust at the expense of rust 
in a hardware store is about the same brand of 
kindness the overfed captive missionary received in 
the cannibal camp. It is true that the merchandis- 
ing ability of a man can generally be determined by 
the way he cares for his stock. It’s against human 
nature to give customers better treatment than you 
give your goods. 
Poor Place for Shop-Worn Goods 


In contrast to the minority there is a healthy 
sized majority of hardware merchants in this coun- 


try, who are willing to be judged by the condition 
of their stocks. Wimberly & Thomas are in this 
class. Their store is a poor place to go for shop- 
worn goods. They believe not only in good hard- 
ware but in advertising the fact. They are liberal 
users of newspaper space, and the most persistent 
window trimmers in Alabama. 


A Silver Steel Message 


In describing this window, Trimmer Gallagher 
says: 

“The background of the walls were painted a 
light brown, the center piece was constructed of 
two 2 x 4 placed about 5 ft. apart and slanting 
sufficiently to permit all saws to be seen at once. 
This method shows cross cut saws up to a better 
advantage than’ any we have tried. On each side 
of the center piece there were two 7-ft. cross cut 
saws crossed and around the cross cut saws were 
placed three hand saws and the vacant spaces were 
filled with natural branches. The leaves on these 
branches had turned brown, which gave the entire 
window an autumn effect. 

“We find that a saw window is much more profit- 
able in the fall than at any other time of the year. 

“The floor of this window was covered with red 
bunting, on which was placed the wood jack and 
stump; leaves were scattered on the floor. 

“One word in regard to the use of leaves and 
branches: There should be enough branches and 
leaves to give the windows the woodland effect, but 
not too many or it will detract from the display of 
the goods which you wish to display. 

“Around the top of this window was placed a bor- 
der, which consisted of a woodland scene; the signs 
furnished by the Atkins Company were tacked on 
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this border and also placed in different places in 
the window. y 

“These signs are very attractive and add greatly 
to the beauty of the window. 

“I am looking forward to receiving an Atkins 
Christmas display and wish to say that I will cer- 
tainly use it, as the window which I have just 
described was a great success and a great sales 
winner.” 

The Clean-up Period 

Hardware manufacturers who are prepared to 
issue special window trim material are looking for 
just such chaps as Gallagher. It is men of his type 
who make dealers’ window trim investments profit- 
able for hardware factories. He says that the time 
to show saws is in the fall, and he is right, but the 
time to clean up the saw stock extends on into the 
month of January. More cross cut saws are sold at 
retail in the United States in the last two weeks of 
October, in the months of November and December, 
and in the first two weeks of January than in the 
entire balance of the year. From now until the 
end of January it is good business to take a daily 
inventory of the saw stock. We ought to know 
every night just what we have in hand for the 
next day’s business. We ought to have some pretty 
good idea where some of those saws are going to 
be sold, and when we get that idea we ought to get 
such quick action on it so that the other fellow 
will have to speed up to beat us to it. 


Sawdust and Cinders 


With only thirty or forty days of the best saw 
selling season ahead of us, wouldn’t it be a good 
stunt to find out just how much the boys in the store 
know about the saws we have in stock? 

Do they know the difference between ordinary 


steel and saw steel? Do they know anything about . 


the grinding of saws? Do the boys know as much 
about saw setting and filing as they ought to know? 
Can’t you ask them a dozen simple questions they 
can’t answer? Try it and if your own knowledge 
of those saws is below par, get in touch with your 
catalogs, or better still with a saw salesman. And 
do it now. 

Wimberly & Thomas haven’t built up a great saw 
business by window displays alone. You can bank 
on that. More than one salesman in their store can 
stand squarely before a customer and talk silver 
steel saws for thirty minutes. If your boys can’t 
do it, get in touch with Atkins. The company will 
be glad to hear from you. 


Spark Plug Salesmen to Meet 


HE annual convention of salesmen affiliated with 
the Champion Spark Plug Company will be held 
in Toledo on Dec. 27, 28, 29 and 30. Every year 
the Champion Company invites its salesmen in from 
all parts of the country to attend the four-day 
meeting. This year’s gathering promises to be the 
largest in its history. The main purpose of the 
meeting is to bring the selling staff together so 
that it can go over the advertising and selling plans 
for the coming year. Last year the Champion Com- 
pany made and sold 6,000,000 spark plugs, while 
the plans for the coming year call for a production 
of 12,000,000. 


After a service of twenty-five years with the Supplee- 
Biddle Hardware Company, of Philadelphia, Joseph F. 
Beck, manager of the sporting goods department, has 
joined forces with the cycle and automobile jobbing 
house of Keyser Fry, 616-622 North Eighth Street, 
Reading, Pa. The Reading Cycle Mfg. Company, Read- 
ing, Pa., ‘manufacturer of the Reading Standard bicy- 
cles, has recently been purchased by Mr. Fry. 


Hardware Age 


D. P. Winne Company, Inc. 


£m D. P. Winne Company, Inc., 105 Worth 
Street, New York City, claim the distinction of 
being the oldest wholesale twine establishment in 
the country, dating the foundation of the business 
from 1863. D. P. Winne was a pioneer in this field 
and the first person to introduce individually a line 
of twines throughout the country, by sample, seek- 
ing trade from Maine to California. ; 

The company carries constantly in-its New York 
warehouse a large and comprehensive stock of all 
kinds of twine and cords, the basic fibres of which 
are cotton, flax, hemp, Manila and sisal hemps, jute, 
paper and occasionally silk; also fine fish lines 
twisted and braided. 

The range in yardage of goods stocked varies 
from 2000 yd. to 20 yd. per pound, or from 1/100 
in. to % in. diameters. What is significant and 
worth knowing at present, especially for the larger 
and better managed stores where even paper and 
twine are carefully considered, is the ability to sup- 
ply the various colored popular twines which, owing 
to dye shortage, are becoming scarcer. Good man- 
agement demands that packages be neatly wrapped 
and strongly tied, so that merchandise appears well 
in transit and reaches its destination intact. De- 
spite the pinch at present in colored twines, due to 
shortage of dyeing materials, the company’s ar- 
rangements are such that they will be in a position 
to furnish colored twines, either polished or satin 
finished or the unfinished grades, at least in the 
plainer colors,.if to be had at all. In the natural 
or uncolored goods there is no difficulty. The range 
of colors usually are red, blue, green, purple, violet, 
brown, lavender, pink, yellow, orange, ecru and 
drab. Others are bleached white and natural. 
These are obtainable-either in solid quantities or in 
assortments; likewise in glass-covered polished 
hardwood display cases with hinged covers from 
which retailers can most advantageously sell “Char- 
acter Twines” in colors. 

The Winne Company has represented the long- 
established Silver Lake Company in braided sash 
cord since 1908 in New York, New Jersey and 
Pennsylvania, and recently has taken over the sole 
sales representation of all Silver Lake cord in New 
York (except Buffalo), Pennsylvania (except Phila- 
delphia and Pittsburgh), New Jersey, Delaware, 
Maryland, Virginia, West Virginia, Kentucky, 
Georgia, Florida, Tennessee, Alabama, Mississippi, 
Louisiana, North and South Carolina and the Dis- 
trict of Columbia, covering the products made both 
by the Silver Lake Company, and the Whittier- 
Wellington Corp., which are affiliated companies, 
under the same management. 

The leading Silver Lake brands are Silver Lake 
A, Silver Lake, Eddystone and Pelham. The Whit- 
tier mills at Chattahooche, Ga., make the United 
States, Knickerbocker and Spiral brands of sash 
cord. Other products of Silver Lake manufacture 
are chalk lines, curtain cords, garden lines and rail- 
road and trolley car signal cords. Some of the 
braided cords for heavy work, such as dumbwaiter 
purposes, are made up to 1-in. diameter. 

In 1910 the D. P. Winne Company started a cam- 
paign for basing prices on net weights, excluding 
all tare in wrappings, bands, wire, etc., and they 
were quite commonly criticised. Now, Nathaniel 
McGrane, president, says that the best manufac- 
turers regard the innovation as a benefit and that 
they would not return to the gross weight system 
if the law permitted. 


“It is better to be right than to be consistent.”—Evx- 
change. 
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SOME SES PIPE WRINKLES 


By A. F. MUELLER 


to put up a stove pipe with the ordinary slip 
joint, then a draw band is used as in Fig. 1. 
This band is usually made of sheet metal that is con- 
siderably heavier than the material in the stove 
pipe. The lap X is an essential part of the band 
and must not be omitted. One of the holes in the 
angles for the bolts is a; b is a slotted bolt head, 
and c the nut on a bolt. These nuts should be brass 
and the bolts iron or steel, so that they will not rust 
and become fastened together. Iron nuts can be 
used if the band is easy of access, and as a general 
thing they are used. 
Frequently long stretches of stove pipe that run 
nearly level cause a great deal of annoyance and 
inconvenience by becoming filled with soot and 


A T times it is inconvenient and often impossible 


ashes, necessitating taking the pipe down often for 
cleaning. The draft is retarded and there is a waste 
of fuel, reducing the efficiency of the heater. This 
can be overcome if the pipe is so arranged that it 
can be swabbed out with burlap or other cloth 
material drawn through the pipe with wires. Fig. 
2 shows a general arrangement of such a method, 
in which the regular elbow is replaced with an 
elbow-tee, and at intervals right-angle tees are 
placed in the pipe as at B. The ends of the tees 
are capped with caps having long inside rims and 
are provided with handles for easy removal. A 
length of wire is always left in the pipe to which 
the burlap is attached, and a wire follows the burlap, 
so that if it should become fastened it can be pulled 
from each side. The burlap should be formed in 



























































Fig. 8. Pallern For Collar: 








F 1g. 12. Streiching End. 





Fig. 7 Pipe Collar. 








Patterns for stove pipe wrinkles 
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a ball or wad so that it will freely pass through the 
pipe, and with such an arrangement of pipes they 
can be cleaned weekly or oftener. Each run of pipe 
is a problem of its own on account of different exist- 
ing conditions, and this will necessitate changing the 
tees or openings in the pipe, their locations and 
angles. The pipe should be as smooth as possible 
on the inside, and when it is being riveted together 
each joint should be malleted so that the crimping 
on the small ends of the lengths of pipe will be 
flattened and the end stretched, which will cause it 
to lay close to the outside end on the next length, 
and then there will be a shoulder as at C in Fig. 3. 
The method of malleting is shown in Fig. 12, only 
that it would be on a riveted joint as in Fig. 3. 

In making nested pipe of any kind, of the lighter 
materials, a special machine is used to form the 
edges or locks, and an offset that will correspond 
to the shoulder formed by a groover. In the small 
shop this machine is too expensive, and so the 
shoulder is formed by passing one of the edges 
through the turning machine that is set so that 
the upper face will work close to the inside edge of 
the lower face, this forming a sharp break, and the 
result will be an offset as at D in Fig. 4. The sheet 
is then regularly folded and will have the appear- 
ance of Fig. 5. After being passed through the 
formers or rollers the seam needs only to be mal- 
leted to complete it, and the section of the seam will 
be as in Fig. 6. 

Fig. 7 shows the side view of a stove pipe collar 
that is made so that it can be riveted to the stove 
pipe. This collar will prevent the pipe from being 
pushed into the chimney thimble too far, and will 
make a tight fit around the thimble so that the draft 
will not be affected. The stove pipe and collar are 
fitted to the position that they will occupy, and the 
holes for the pipe are marked through the holes in 
the collar lugs. The pipe is removed, the. holes 
punched and the collar riveted or bolted with stove 
bolts to the pipe. At G is riveted a lug so that the 
pipe can be wired to prevent it from coming out of 
the thimble and also to keep the collar firmly against 
the thimble or chimney. In place of the wire being 
fastened to the chimney or the wall, an anchor made 
of No. 6 or No. 8 wire, as in Fig. 9, can be inserted 
in the chimney through the thimble and a wire 
fastened to the eye and passed between the pipe and 
the collar to the lug G. Fig. 8 is the pattern for 
the collar which is raised before the center is cut 
out. A flange as wide as the lugs could be stretched, 
but this requires more work, and such a wide flange 
cannot be dressed as snugly to the pipe as a narrow 
flange. 


In some stoves, particularly air-tight heaters for 
wood, there is ueed for a check damper in the pipe 
a short distance above the stove, to admit air to 
the pipe and prevent in a measure the accumulation 
or forming of creosote in the pipe. Fig. 10 shows 
such a damper or inlet, and it consists of cutting 
two or more 1% or 2-in. holes in a length of pipe 
that is grooved on the inside between two deep 
single beads that are 3 to 4 in. apart. Then make 
a shield, a section shown in Fig. 11, that will snugly 
fit the pipe between the beads, but still allow the 
shield to be turned, and cutting holes in it to match 
the holes in the pipe. Then in turning the shield 
the holes in the pipe can be opened or closed. 


Frequently the ends of pipe must be stretched 
to make them fit other lengths, and a quick method 
that does not bruise nor cause an unsightly end 
resulting from the hammer marks, is shown in Fig. 
12. This consists in first crimping the end of the 
pipe and then flattening the crimps, which will give 
the end a uniform appearance. 


Hardware Age 


Peden Iron & Steel Company 25 
Years Old 
[ae Peden Iron & Steel Company of Houston 


and San Antonio, Tex., has just issued the fol- 
lowing announcement: 





1915 


NOVEMBER 


1890 


NOVEMBER 





HOUSTON -SAN ANTONIO 


ANNOUNCING OUR 





ON NOVEMBER THE TWELFTH, ISSO. TWENTY FIVE YEARS 

AGO THIS BUSINESS WAS FOUNDED. 
® DURING THAT PERIOD IT HAS GROWN ANDO PROSPERED. 
ROUNDING OUT OUR FIRST QUARTER OF CENTURY’. WE 
PAUSE LONG ENOUGH TO EXPRESS OUR APPRECIATION AND GRATI- 
TUDE TO OUR FRIENDS FOR THEIR LOYALTY AND GENEROUS SUP- 
PORT. WHICH BY STRAIGHTFORWARD, HONEST pusiness METHODS 


AND THE BEST OF SERVICE.WE HOPE TO EVER RETAIN. 


BED OD OU SAE, Ce 


HOUSTON AND SAN ANTONIO 











It is indeed a pleasure to congratulate this great 
Southwestern hardware concern on its twenty-fifth 
birthday. The sterling service it has rendered the 
hardware trade of the Lone Star State since 1890 
is worthy of more than passing comment. The 
great jobbing house which it has built up is looked 
upon by the merchants of Texas as their very own. 
Dealers are wont to refer to Peden’s with pride, and 
the splendid service rendered by this concern is 
readily understood by those who know the personnel 
of the company. It is indeed a pleasure to join with 
the merchants of Texas in congratulating the Peden 
Iron & Steel Company on the results of their first 
quarter of a century in business and to wish for 
them a continuance of the prosperity they have 
enjoyed and which they deserve. 


‘‘Motor Trucks of America’’ Will 
Be Ready First of Year 


HE 1915 edition of “Motor Trucks of America,” 
which illustrates and describes nearly one hun- 
dred of the leading makes of American trucks, pub- 
lished and distributed gratis by The B. F. Good- 
rich Company of Akron, Ohio, maker of Goodrich 
wireless truck tires, is practically exhausted, _ 
The company announces that the publication date 
will be the first part of 1916 and further states that 
the 1916 edition will be a larger book in number of 
pages than even the 1915 volume, but will follow 
the trend of previous volumes in picturing the 
makes of trucks and listing their important fea- 
tures very briefly so that it is easy to make compari- 
sons between the different makes. A larger num- 
ber of trucks will be listed than ever before. There 
will also be articles of great interest to both pros- 
pective truck buyers and owners of motor truck 
equipment. The company will send a copy to any- 
one sending name and address. 
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VERY salary is an investment. Every dollar that is 
invested in commercial enterprise must pay a per- 
centage. 


It is the earning capacity which regulates salaries and 
efficiency is the standard of value. 


The factors in efficiency are knowledge, “discipline and 
facility of production. 


The man who can produce the best results is the most 
efficient. 


Every man to be successful must know his business from 
the ground up. 


The one who has scruples at beginning at the bottom does 
not know where he stands if he should find himself on top. 


Uncertainty is failure. 
Efficiency means self-reliance and success. 
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Trade Conditions and Iron, Steel and Hardware Prices 





Hardware jobbers and dealers are feeling 
cheerful these days over the splendid con- 
dition of business which is large in volume 
and no doubt showing larger profits than at 
any time for several years. Prices on all 
goods carried by hardware stores are very 
} firm, and hardware dealers feel there is no 
} danger in carrying good-sized stocks for the 
| time being at least. 

The past two weeks in the heavy steel 





MARKET SUMMARY FOR THE BUSY READER 


trade have been quieter as regards any new 
points of interest than any previous two 
weeks for some time. This must not be 
taken, however, to mean that there is any 
falling off in new business being offered, but 
is simply due to the fact that on nearly all 
kinds of finished iron and steel, the mills are 
sold up for about six months, so that now it 
is.simply a question of trying to get out the 
material and make shipments. 
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Pittsburgh, Dec. 21, 1915. 


; ee past two weeks in the heavy steel trade have 
been quieter, as regards new points of interest, than 
any previous two weeks for some time. This must not 
be taken, however, to mean that there is any falling off 
in new business being offered, or in the operations of the 
steel plants and mills, but is simply due to the fact that 
on nearly all kinds of finished iron and steel the mills 
are sold up for about six months. Consumers are covered 
largely for that period, so that it is now simply a ques- 
tion of trying to get out the material and make ship- 
ments. It is a fact, too, that for the past month some 
of the independent steel companies booked orders repre- 
senting nearly as much tonnage as they shipped out, but 
one or two of the very large steel companies have been 
shipping out more material lately than they have been 
entering, simply for the reason that they did not care to 
take on heavy obligations. 

The present active situation in iron and steel seems 
assured for the first half of 1916, and some new business 
has been placed for delivery in third quarter. This has 
been done on the basis of 1.70c. to 1.80c. on plates, 
shapes and bars; but it is a fact also that two or three 
of the large steel companies, although importuned to do 
so, have steadily refused to sell for third quarter de- 
livery. They say they have no idea what costs will be 
at that time, and they do not care to take on orders for 
shipment so far ahead. The great railroad congestion in 
the East is causing a good deal of concern to Pittsburgh 
manufacturers. It has resulted -in a scarcity of prompt 
blast-furnace coke, which sold in the past week as high 
as $3 a ton, but it is believed the flurry is only tempo- 
rary and will soon be over. 

The chief activity in the past week was in pig iron 
and iron ore. There have been very heavy sales of Lake 
Superior ores for 1916 delivery at the full advance of 75 
cents a ton over the 1915 price. The price of Old Range 
Bessemer this year is $4.50, and non-Bessemer $3.75, 
while Mesaba non-Bessemer is $3.55 and Bessemer $4.20. 
It is expected that all the merchant ore that can be mined 
in 1916 will be sold out before the end of this month. 
Pig iron was active last week at nearly all centers and 
at higher prices. Northern No. 2 foundry has sold as 
high as $18.50 and $19 at Valley furnace, an advance of 
nearly $6 a ton since Jan. 1. Bessemer iron has sold at 
$19, an advance of over $5 a ton since the first of the 
year, and basic at $18.50, an advance of fully $6. There 
were also some large orders for rails placed in the past 
week. The Pennsylvania Steel Company at Steelton, 
Pa., took 85,000 tons of standard sections for France. 
The Southern Railway placed 10,000 tons with the Mary- 
land Steel Company, and the Great Northern bought 
5000 tons, other roads taking smaller amounts. 
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As indicating the great activity in finished iron and 
steel it may be stated that fabricating shops in Novem- 
ber, and so far in December, have taken orders at the 
rate of 105 per cent of capacity, the largest amount of 
business placed since the early part of 1909. New York 
subway contracts amounting to 63,000 tons of structural 
shapes made up nearly one-third of all the structural- 
steel orders placed last month. There is great complaint 
among large consumers of plates over the unsatisfactory 
deliveries of the mills. It is said that some makers of 
plates are diverting them to other products instead of 
shipping them out to customers. While the nominal 
price of sheared steel plates is 1.80c., Pittsburgh, sales 
for delivery within three weeks have been made at 2.25c. 
and higher at maker’s mill. The wire trade is simply 
snowed under with orders and it will take the mills six 
months to ship out the accumulated business now on 
their books. 

Hardware jobbers and dealers are feeling cheerful 
these days over the splendid condition of business, 
which is large in volume and no doubt showing larger 
profits than at any time for several years. Two of the 
local hardware jobbers say their business at present is 
the heaviest of any similar period in their history. The 
retail trade is buying goods freely and so are custom- 
ers. Deliveries of goods are being made fairly prompt- 
ly, but the railroad congestion and the heavy snows in 
some of the country districts are commencing to retard 
deliveries.to some extent. Prices on all goods carried 
by hardware stores are very firm, and hardware dealers 
feel there is no danger in carrying good-sized stocks for 
the time being at least. Collections are reported fairly 
satisfactory, but one or two districts are said to be 
tightening up. 


WIRE NAILS.—It is a fact that local makers of wire 
nails are practically out of the market as sellers on new 
orders, having all the business on their books they can 
ship out in the next five or six months. The export de- 
mand continues very heavy and large shipments of wire 
nails are being made to France, England, South Amer- 
ica and other countries. A scarcity in supply of wire 
nails is looming up, and it looks very much as though 
there will not be enough nails to go around. Prices are 
very firm and premiums of 25 cents a keg and higher 
are said to have been paid for prompt shipment. 


We quote on new orders, wire nails in large lots to jobbers, 
$2.00 base; in carload lots to retailers, $2.05 base; less than 
carload lots, $2.10 to $2.15; galvanized nails 1 in. and longer, 
$1.75 extra, or $3.60 base; shorter than 1 in., $2.25 extra. 


Cut NaiLts.—Conditions in the cut nail tradé are 
about the same as in wire nails. The new demand is 
very active and prices are firm. An advance in cut 
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nails is looked for soon if prices of steel continue to 
go up. 


We quote cut nails $1.95 per keg in carloads and larger 
lots to jobbers; carloads to retailers, $2.00 f.o.b. Pittsburgh, 


terms sixty days or 2 per cent off for cash in ten days, 
freight added to point of delivery. 


BARB WIRE.—Local makers are practically out of it 
as sellers of barb wire, having all the business on their 
books they can ship out in the next five or six months. 
The export demand is very heavy and almost every 
day local makers of barb wire are offered large con- 
tracts, both foreign and domestic, on which they are 
unable to quote and make the deliveries. Mill prices 
are largely nominal, as any makers of barb wire or 
jobbers who would agree to ship out promptly could 
probably get premiums of $3 to $5 a ton over regular 
prices or more. Another advance in prices of barb wire 
is looked for in the near future. 


Plain annealed wire is $1.85; galvanized barb wire and 
fence staples, $2.85; painted barb wire, $2.15, all f.o.b. Pitts- 
burgh, with freight added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire fencing are 67 per cent off in carload lots, 66 per 
cent on 1000-rod lots, and 65 per cent on small lots, f.o.b. 
Pittsburgh. 


FENCE WIRE.—The demand for fence wire is very 
active, both from manufacturers and fabricators, and 
prices are firm. Mills have sold up about all the fence 
wire they can turn out in the next three or four months 
and premiums are sometimes paid over regular prices 
for prompt shipment. 

Prices are as follows: Annealed fence wire in carload lots 


$1.85 base; galvanized $2.55, with the usual advances charged 
to jobbers for small lots from store. 


TRON AND STEEL Bars.—Prices on both iron and steel 
bars are very firm and mills have sold up about all the 
output they can make in the next three or four months. 
On some sizes of steel bars several of the larger mills 
are practically sold up for the first six months in 1916. 
The nominal price of steel bars is 1.80c., but 2c. up to 
2.25c. at mill would be paid for prompt shipment. On 


steel bars from stock in warehouses sales have been 


made at 2.25c. and higher. 


We quote steel bars at 1.70c. to 1.80c. for delivery over 
remainder of this year, and first quarter of next year; re- 
fined iron bars, 1.90c. to 1.95c., and railroad test bars, 1.80c. 
to 1.85c., all f.0.b. Pittsburgh. 


SHEETS.—Makers report the new demand for black 
and galvanized sheets very heavy, while on blue an- 
nealed several of the larger mills are sold up for the 
next three or four months. One local maker of blue 
annealed sheets has none to offer for shipment before 
July of next year. Prices are very strong and are 
likely to be higher in the near future. Makers’ prices 
for mill shipment on sheets, of U. S. Standard gage, 
in carload and larger lots, on which jobbers charge the 
usual advance for small lots from store, are as follows, 
f.o.b. Pittsburgh, terms thirty days net, or 2 per cent 
cash discount in ten days from date of invoice. 


Blue Annealed Sheets 


Cents per Ib. 

Ps ean oe Lo a oS 6 oe ona ans oar xm 
RR CR, Gn Obes i 3. oe aus wee ha oo ee eee 2.25 
a i a i i a sk ee ai he cen I 2.30 
en ee OE MSs 5 cb code ee eh ae eee kveus fandom 2.35 
cs EEE IA bias oe be Gabe ot Wada widen eee 2.45 

Box Annealed Sheets, Cold Rolled 

Cents per Ib. 

NR i ie of ate ee cae eT cae O15 
a a i a ts eh eet ae A aa a lin 2.15 
Se Bee GE Re oo Ve bbe Ub 60s c dbase ceecdeeesiant 2.20 
Re Re eae ey Nan mae (ree eae ee ee 2.25 
I I i i ee a ee ee i ee 2.30 
AD Gan ahs 2k ide atlas Sis oak aaa tl oe 2.35 
ee ee a TS (ai ak bn 0 OS RD e Meee ek oe 2.40 
I i a a a gt i ee a alain ee ee 2.45 
EE 6 66 SKE D A 6 oo Os KRESS bee eed dba 2.50 
I: I i ai a ie Sn a a ea a Oh Be ee ee le 2.55 
De Me. oss ss UES eO eee hak cs Laka ktbice eee 2.65 

Galvanized Sheets of Black Sheet Gage 

Cents per Ib. 
pee: EE Bw c ke bc cw owed ees Fe aS ve Ri okt S 3.75 
Oe FR ee er ee ee ee eS ee eee ae 3.85 
a Si ec ea ee Pa RINE oe OS, Bn 3.85 
ey eee We Gc o's bo sci eb eS CRAWeteetikcbiees 3.95 
RB gi Re err re rer ree ae ey ae 4.10 
Eg ok eo ie Soe ad pales Be ae whee se 4.30 
rn a Ce Ma eas bb o 6-0o bbe BAe ak wehidoataake 4.45 
tt es ds Side wah ae te ee aa ee 4.60 
BE Uo bk td's bbe Sib eds voc bee bes Bewel obs eae Rae 4.75 
ok id ob abso EU bn Udo wea te us eee 4.90 
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CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per Ib. 


Painting: 29 25 to 28 19 to 24 12to18 
ROOSGIMe OF CORIME occ ccccae coés 0.15 0.10 0.05 
Gramiee, TEBUIRE 4... oc ecee cove 0.25 0.15 0.10 

Forming: 

2, 2%, 3 and 5 in. corru- 

OEE «  ciads.cheed cee 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 as aie 
5g to 1% in. corrugated.... 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

. 5. Serer ese 0.15 0.15 
Plain roll roofing, with or 

without cleats .......... 0.15 0.15 0.15 
te & Yee ree 0.20 0.20 0.20 
Weatherboard siding ...... .... 0.25 0.25 
Se: CE ns ce aae o6'4 a 0.25 0.25 
Rock face brick and stone 

RS. shine 4. Kw ladles Us jos 6s 0.25 0.25 
Roll and cap roofing with 

CAD GIG GIORCH . cc ccccces 0.25 0.25 
Roofing valley, 12 in. and 

as keh 6 eh ae cl 0.25 0.25 
Ridge roll and flashing 

(plain or corrugated).... .... 0.65 0.65 0.65 


TIN PLATE.—It is said large consumers of tin plate 
are contracting very freely for their 1916 needs, and 
that probably 50 per cent or more of all the tin plate 
that will be made in this country next year is under 
contract. The Standard Tin Plate Company at Canons- 
burg, Pa., has just about finished the addition of twelve 
hot mills to its plant and the McKeesport Tin Plate 
Company at McKeesport, Pa., is adding twenty more 
hot mills. A tin plate company recently sold a large 
order of tin plate for export shipment, for which it 
obtained higher than the domestic price. All the tin 
plate mills are running to practically full capacity and 
have specifications ahead for several months. 


We quote 100 Ib. coke plates at $3.60 per base box and 
~ terne plates, $3.50 to $3.60 per base box, f.o.b. Pitts- 
urgh. 


Nuts, Botts AND RIvETS.—On account of the con- 
tinued advances in steel bars, and the difficulty in get- 
ting deliveries from the mills, another advance of 5 to 
10 per cent has been made in prices of nuts and bolts. 
The market is very strong and all the makers are filled 
up with orders for the next four or five months. 
Heavy export shipments are being made, on most of 
which higher than domestic prices are obtained. The 
new discounts are as follows: 


Carriage bolts, small, rolled thread, 70 & 12% per cent 
off; small, cut thread, - large, 65. Machine bolts with 
. p. nuts, small, rolled thread, 70 & 10 & 7%; small, cut 
thread, 70 & 12%; large, 65 & 10. Machine bolts with c. p. c. 
t. nuts, small, 70; large, 60 & 10. Bolt ends, with h. p. 
nuts, 65 & 10; with c. p. nuts, 60 & 10. Lag screws (cone or 
gimlet point), 75. Rough stud bolts, 60. Forged set screws 
and tap bolts, 40. Hot pressed square nuts, tapped or blank, 
$4.50 off list; hexagon, $4.70 off. C. p. c. t. square nuts, 
tapped or blank, $4.00 off; hexagon, $5.25 off. . p. plain 
square nuts, tapped or blank, $4.00 off; hexagon, $4.20 off. 
Semi-finished hexagon nuts, 80 per cent off. Finished and 
case-hardened nuts, 75 & 10. Rivets, 7/16 in. diameter and 
smaller, 70 & These prices are delivered in lots of 300 
Ib. wie where the actual freight rate does not exceed 20c. 
per 100 Ib. 


Wroucut Pipe.—The new demand for wrought iron 
and steel pipe is heavy, and nearly all the mills are 
running close to 100 per cent of capacity. The demand 
for boiler tubes is also very active and on seamless 
steel tubes the two local makers say they are sold up 
for the next six months or more. The following are the 
jobbers’ carload discounts on the Pittsburgh basing 
ecard in effect from Aug. 16, 1915, on steel and iron 
galvanized pipe, and from Nov. 1, 1915, on steel and 
iron black pipe, all full weight: 





Butt Weld 
eel on 

Inches Black Galv. Inches Black Galv. 

» % and %.... 71 46 % GRE Becccces 63 37 
Set cade a 6d cin 75 59 Se ok « deere iid oe 37 

By. OD IS iics be oer 88 Se We eectdedseoscsio’ 67 47 
. 3: ero 70 52 

Lap Weld 
ae ee ee ee 75 60 Bess oddnkekaae oe 36 
: & a Srey 77 621 Di «ne di aacnd as 65 47 
eho: eee 5 SS ie Se are ree 66 49 
te Bt eee 61% .. 2 a Ee et 68 52 
Dic. de ek ek kak 9 4 Wakes dbeee 68 52 
oS : hee 66 50 
Reamed and Drifted 

2 6b DB Wie eck 76 61% 1 to 1%, butt 68 50 
eee erry 73 58 2 Rel rer 68 50 
2% to 6, lap.... 75 60 Cane Mn whe oeen 52 34 
SE. SO. cw 68 63 45 

i Re Sr 64 47 

2% to 4, lap. 66 50 
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Butt Weld, extra strong, plain ends 
g % and %... 66 


49 | 
TETTTILTT ET 71 58 wovccscesense OO 51 
to 1%....... 75 62 to 1%....... 69 53 
WD Sui csccccces 76 63 and 24%....... 70 54 


Lap Weld, extra strong, plain ends 





weee6 6% odd 0b.6% 72 57 Bue pebtwet yess via OE 48 
2 DP Scanb discs 74 nll Ut és cu Maids We det 6 49 
4 oe Wéevesbeee 73 58 2 SD Gasdd wataiein 68 52 
SOO Bevccdsee<e 67 50 4 OO Daan eaweid 67 51 
DG Beste csas es 62 45 e's gaa e bes « 60 44 

Pe Ms os ol eA 55 39 
Butt Weld, double extra strong, plain ends 
osbeansuceees 61 48 beohbectvtdss Oo 40 
et ara 64 51 | ee 58 43 
and 2%...... 66 53 and 2%...:... 60 45 
Lap Weld, double extra strong, plain ends 

t dees es 6 o0eCe 62 49 aie ae o.urbiele 0 0's ae 40 
2 OD Siaviksecos 64 51 2 ee 58 45 
4 a Beneanece 63 50 4 «Se 57 44 

ie caus eae 57 40 2 2 eee 33 








Office of HARDWARE AGB, 
New York, Dec. 20, 1915. 

Piper expansion in business, greater impetus and pres- 

ent improved trend, is fairly apparent from the 
following reference to trade conditions, alluded to by 
a long-time, direct representative of four well-known 
companies manufacturing standard lines of household 
and other staples of non-competitive, general hardware. 
It will be seen that the greatest ratio of improvement is 
since last August. 


To better gage the relative gains, comparing the 
recent past with a year or more back for similar pe- 
riods, he says that with them the last half of 1914 
was much smaller in volume than the first six months 
of 1915, while January to July inclusive in 1914 and the 
second half of 1915 have been much larger than usual. 


Comparable with the same months of 1914, it is in- 
teresting to learn that their sales totals for October 
this fall were a third greater, November a half more, 
and the first seven days of December 100 per cent 
greater than the same days in December, 1914. This 
situation applies equally to many other houses. 


A representative establishment with a wide domestic 
and foreign sales territory, advise that earlier in the 
fall they were making goods faster than they were sell- 
ing them, but since Oct. 1 they have been shipping 
goods faster than they were producing, making good 
the differences from previously accumulated stock. 


Manufacturers also say that they are getting many 
more orders, not only for regular merchandise but in 
increasing quantites for special things, all of which 
are of larger magnitude than was so a year ago. 


The vice-president of a plant having charge of the 
sales which greatly exceed $100,000,000 annually, says 
that present conditions worry him and his. assistants 
more than was true in the dull times, because of en- 
deavoring to partially satisfy demands that they can- 
not fully meet. Naturally the profits are better but 
the nerve racking is greater. He predicts that the 
situation is not a circumstance to what it is likely to 
develop into by next March. 


A veteran manufacturer and merchant whose mem- 
ory goes back to the 1879 boom says, that with them 
the present situation comes nearest to that time, not 
that he expects values are likely to make such sen- 
sational advances as then, because of the much greater 
producing capacity in this country. At that time, it 
should be remembered, the records show that so stable 
an article as cut nails from $1.85 per keg base ad- 
vanced to $5.00@$5.50 per keg, while even $6.00 was 
touched. 

At present there are classes of material in much 


wanted grades of steel which not long since sold at 60 
per cent discount from list which have lately been sold 
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To the large —— trade an additional 5 per cent is al- 
lowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (35 points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, 
f.o.b. Pittsburgh, freight to destination added, on lap 


welded steel tubes and standard charcoal iron tubes, 
effective from Dec. 1, 1915, are as follows: 


Lap Welded Steel Standard Charcoal Iron 

SS Ra er Sa 1 Oe a Eee eletchie 0d 42 to 43 
1 I es ia ae ae atl 59 1 "= & Seer 46 to 47 
2 SU icbi td oll o hb 606% ee 56 2 OR ee i ee ee to 44 
2% and 2% in.......... 2 and 2 Bis bee 50 to 61 
3 and 3 it at Nas eC MR. os oiwin «ip 54 to 55 
- ih ao me RP eee 68 | 3% to 4% in........ 56 to 57 
en wa bins Kbe KOS 61 Fy  F Serr 50 to 51 
Pe Se ae 2 Ga ove 8 6 one 58 





Locomotive and steamship special charcoal grades bring 
higher prices. 
1% in., over 18 ft., 10 per cent net extra. 


2 in, and larger, over 22 ft., 10 per cent net extra. 





at a premium of 50 per cent on the list, and similar 
conditions are found in certain kinds and qualities of 
drills, etc. 


In pocket cutlery the business is beginning to pick 
up, and manufacturers are withdrawing prices owing 
to higher cost for material and labor. Factory man- 
agers in most goods are quite generally watching or- 
ders in order not to be swamped with business at low 
prices that they cannot manufacture or deliver within 
a reasonable time and on which they are not covered 
for material. 


Conditions are referred to as not yet involving a 
runaway market, but so far are for legitimate trade. 
There are buyers, however, who are telegraphing re- 
quests to book them for their requirements in blank, 
which appeals are not being listened to. In the past 
this has often meant that customers wanted the goods 
if prices went up and stayed up, but when prices de- 
clined the orders were forgotten. Some of the more ex- 
perienced manufacturers speak of that kind of busi- 
ness as taboo. 


WIRE NAILS.—In this territory there is a more urgent 
demand from merchants for nails already bought in 
the larger quantities which it is becoming more difficult 
to satisfy. As to direct shipments and carload lots, 
many buyers when placing their orders some time ago 
said the nails could be forwarded at the sellers’ con- 
venience; now the goods are wanted much sooner. In- 
stead of March and April deliveries, a substantial 
portion of them are being asked for in January. Mer- 
chants find they are short of or out of some sizes which 
are needed, and while all of an order may not be re- 
quired, carload shipments cannot be satisfactorily split. 


Wire nails in store are based on $2.35 and carted by the 
jobber, $2.40 per keg base. 


Cut Naits.—Conditions in cut nails are following 
more closely than usual the situation in wire nails. 
What often bothers the cut nail manufacturer is the 
price he must pay for raw material. Export business 
in this line is quiet, for new business, and there is little 
doing at present, largely because of scarcity in ocean 
tonnage and congested land freight lines. 

Cut nails in store are on the $2.35 basis and carted by the 
jobber, $2.40 per keg base. 

COPPER AND Brass.—There is practically little new 
buying largely because of the approach of the year 
end, but the deliveries on contracts are very large, with 
all the mills producing at top speed, especially in the 
brass mills. In other words, so far as manufacturing 
goes the conditions are about what they have been for 
the last six to eight months. 

Prices are approximately on the same level, with sheet cop- 
per unchanged at 25c. base and bare copper for electrical 


purposes, mill shipments, 20%c. base per Ib. 
Brass quotations are nominal and often vary from day to 


day. 
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NAVAL STORES.—Business in nayal stores, in this 
territory, is extremely quiet, which, however, is ex- 
pected and general at this time of the year when 
buyers cut purchases to a minimum. Such orders as are 
given are of routine character. 


Spot turpentine, in yard, ranges from 55% @56c. per gal. 


Rosins are easier with some irregularities and a dis- 
position to make concessions on such actual trade as 
offers. 


Common to good strained, in yard, on the basis of 280 lb. 
per bbl. is held at $5.90 and D grade at the same figures. 


LINSEED O1IL.—The current demand is inconsequen- 
tial, there being no indication of a revival and better 
business before the turn of the new year. The final 
Government report of Dec. 15 on flaxseed grown in the 
U. S. A. gives the current crop product as 13,845,000 
bushels, which is a reduction of 4,601,000 bushels from 
the Nov. 1 estimate of 18,446,000 bushels. The indi- 
cated shrinkage would be much more serious in effect 
except for the fact that traders in flaxseed and oil 
crushers made their calculations on early private esti- 
mates which proved to be about on a parity with the 
Government final figures. 

Linseed oil, raw, city brands, is quoted at 64c. for 5 or more 
bbls. and 65c. per gal. in less than 5 bbl. 

State and western oil ranges from 61 to 62c. in carloads, 
according to seller, and 62 to 63c. per gal. for smaller quan- 
tities. It may be said, however, that in some cases the above 
named figures can be shaded approximately lic. per gal. 

RoPe.—Now is the dull time in rope business, mer- 
chants anticipating the annual inventory purposely 
avoiding taking into their stocks any unnecessary sup- 
plies. Still manufacturers say there is a better busi- 
ness even now than present appearances indicate. 

Many inquiries are constantly coming from foreign 
sources for all kinds of rope, binder twine and other 
forms of cordage, part of which is for goods of this 
character, occasionally made of fibers that some of the 
rope and twine makers do not ordinarily utilize. 

Manila hemp is strong, doubtless affected by the re- 
cent typhoon that the cables say injured crops in the 


labor. 


TT 


Philippines. So far, however, while manila hemp is 
holding strong there has been no change of special in- 
terest. 


Prices are unchanged with manila hemp rope, first grade, 
at 14c. and sisal rope, first grade, at 10c. r lb. base from 
co the remaining grades being on the same relative 

asis. 


WINDOW GLASS.—Manufacturers and merchants say 
trade has fallen off during the past two weeks, which 
is usually so at this season of the year. Buyers are not 
specifying for any more glass than is necessary to meet 
diminished current demands, but the trade looks upon 
the general situation as very satisfactory. Rail 
troubles are the difficulties encountered in getting 
goods transported over rail lines after leaving the 
point of origin. One establishment had three cars con- 
taining glass out thirteen days when the circumstance 
was mentioned and still out, when ordinarily two or 
three days would be normal. In another case covering 
two cars, where one started a week before the other, 
both arrived at the same time. 

Factories are working right along accumulating 
stock without the end of the year shutdowns usual in 
most other lines; repairs in this industry being at- 
tended to during the long and universal summer closing. 

Prices are well maintained and on the same level as 
for some weeks past. 

MEASURING TAPES.—Wiebusch & Hilger, Ltd. 106- 
110 Lafayette Street, New York City, sales representa- 
tive for Chesterman’s English steel and metallic tapes, 
say they have been advised by the Sheffield makers that 
very reluctantly they have been obliged to advance 
their prices owing to increased costs for material and 
As the trade well knows their policy has long 
been to keep prices steady to the American trade, but 
under present conditions there is no alternative. 


Chesterman’s metallic tapes, No. 34 L and others in same 
group and style of woven tapes, a leading type, re-sale prices 
from jobbers now range from 20 to 20 and 5 per cent discount 
from standard lists. 

On steel measuring tapes, such as No. 1038 L and similar 
numbers, there has been no advance yet from the long main- 
tained 40 per cent discount, but for the same reasons already 
mentioned an advance is expected before long. 


CHICAGO 


Office of HARDWARE AGE, 
Chicago, Dec. 20, 1915. 


| 5 Seige in and around Chicago is approaching the 
year end under the most favorable conditions, the 
bank clearings for Chicago during the last week ex- 
ceeding those of the corresponding week last year by 
over 19 per cent. Linseed oil has dropped 3c. since 
the last report, owing to the immense crops of flax and 
the unusually light demand. Paints, however, are still 
at the same prices in most cases. Wire cloth has ad- 
vanced 10c. per 100 square feet, except in the copper 
and bronze, and as every wire cloth manufacturer in the 
business has more orders than he can fill, the chances 
are good for further increase. Many jobbers report 
inability to fill their orders and one of the largest man- 
ufacturers has turned down several car orders in the 
last few days. Everything seems sold up for several 
months to come, and orders are only accepted for 
goods on hand. The wire and nail situation is affected 
in a like manner, and very few manufacturers are ac- 
cepting orders for wire nails with any definite time of 
delivery. 


Failures reported in the Chicago district numbered. 


34 the past week as against 37 the week before, 39 in 
1914, and 33 in 1913. Those with liabilities over $5,000 
number 10 as against 14 the week before, 19 in 1914, 
and 11 in 1913. Collections are fair and general trade 
is excellent. Wholesalers report business far in excess 
of last year and retailers report a general gain. 

WIRE CLOTH.—Wire cloth has taken a 10c. raise since 
our last quotation, and there is no indication of any 
decrease in demand. Few manufacturers are in posi- 
tion to fill orders and several large orders have been 
refused in the last few days. Price seems no longer a 
question, it being only a question of ability to get 
goods. Prices are quoted retailers as follows: 


Wire cloth, 12 mesh, black, $1.35 per hundred sq. ft.; 14 
mesh, $1.95; 12 mesh galvanized wire cloth, $1.95 per hundred 


sq. ft.; 14 mesh, $2.30; 14 mesh bronze wire cloth, $6.50 per 
hundred sq. ft. 

WIRE NAILS.—Wire nails show a 10c. increase over 
our last quotation for this territory and the demand 
far exceeds the supply. Many manufacturers are re- 
fusing to accept orders and deliveries on orders already 
taken are slow. The domestic demand is still high and 
further price increases are expected. 


We quote wire nails: $2.00 per keg in car lots to jobbers 
f.o.b. Pittsburgh and $2. 05 to retailers. Smaller lots take = 
additional 5 cents per cwt. Freight rate from yg ge 
18.9c. per cwt., making the Chicago price gop > $2 19 per 
keg bane to jobbers and $2.24 to retailers in car 1 


BARB WIRE AND STAPLES.—Sales in hase et and 
staples still continue heavy both in the foreign and 
domestic markets. Raw material is still very hard to 
get and further advances may be expected. 


Painted barb wire is quoted $2.15 per cwt., in car lots to 
jobbers and $2.20 t@ retailers f.o.b. Pittsburgh, with an addi- 
tional 5c. per cwt. in small lots. Galvanized barb wire at 
$2.85 per cwt., in car lots to jobbers, 
Polished staples are quoted $2.15 per cwt. and galvanized at 
$2.85 in car lots to jobbers, $2.20 ana $2.90 to the retail trade. 


LINSEED O1L.—Linseed oil has taken another drop 
and chances are against a further raise. The crop of 
flax is one of the largest ever known and the demand 
for oil is very light. 


We quote f.o.b. Chicago, strictly pure, old process linseed 
oil, carloads raw, 61c.; carloads boiled, 62c. Five or more 
bbi. raw, 63c.; five or more bbl. boiled, 64c. n five 
bbl. raw, 65c.; less than five bbl. boiled, 66c. 


SHEETS.—Few mills are even considering further 
business in galvanized sheets, and it is reported that 
inquiries submitted to twenty-nine manufacturers pro- 
duced only three quotations. The situation with re- 
spect to black sheets is very little if any better. The 
price for galvanized sheets out of stock has been ad- 
vanced on the lighter gages $4 per ton, while the black 
sheets have increased $3 per ton. 


We quote for Chicago delivery from _jobber’s stock as fol- 
lows ;: minimum prices applying on bundles of 25 or more: No. 
10 blue annealed, 2.60c.; No. 28 black, 2.90c.; No. 20 and 
heavier galvanized, 4.80c.; No. 22 and lighter, 6c. 
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Office of HARDWARE. AGE, 
Cincinnati, Dec. 20, 1915. 


FS datch teee adverse weather conditions prevailed 
during part of last week, the holiday trade is re- 
ported as being fully 20 per cent above last year’s 
record. This means that the cash trade is now over- 
shadowing the charge business. This is true even with 
firms that make a specialty of machine shop supplies. 
Collections are much better than they were during the 
corresponding period of 1914. 

Almost daily advances are being made on many dif- 
ferent hardware and mill supply articles, and the end 
has not yet been reached. Deliveries on old purchases 
are slow and this condition will doubtless exist through 
the winter. 

Merchants who make a specialty of machine shop 
and factory supplies state that the present year will be 
the largest in the history of their different companies. 
This is due to an extent to the large demand for ma- 
chine tools, ‘but other manufacturing plants have lately 
been very active. It is not practicable to quote any 
prices on high-speed twist drills as the discounts change 
so frequently, but it is safe to state that the average 
quotations to-day for retailers are about the same per- 
centage above list prices as the tools could have been 
bought a year ago below list figures. High-speed bar steel 
is quoted by many makers at $3 a pound, with many of 
them not able to fill orders promptly at this figure. The 
shortage of tungsten will undoubtedly cause prices to 


go even higher unless the situation is relieved in a way 
now unforeseen. 

Practically all galvanized articles handled by hard- 
ware merchants have been advanced in price, this in- 
cludes buckets, garbage pails, etc. The continued high 
price of spelter and the heavy demand for sheet bars 
has forced the mills to mark up quotations until to-day’s 
prices are around 5.15c. on No. 28. galvanized sheets 
and 2.65c. for the same gage in black sheets, both f.o.b. 
Cincinnati or Newport, Ky. The spelter situation is so 
acute.that the mills are somewhat apprehensive as to 
their ability to take care of their old customers later on. 

A small tonnage of No. 28 galvanized sheets may be 
obtained from local jobbers’ stocks around 4.75c. 

We quote steel bars from warehouse stocks at 2.35c. and 
small structural shapes at 2.45¢. Blue annealed sheets, are 
unchanged at ae, Wire nails are firmer at $2.15 base and 
barb wire at $3. 

There is a seasonable let-up in the demand for build- 
ers’ hardware, but total sales for the year will overtop 
last year’s record fully 15 per cent. 

Quite a number of specialties, outside of the automo- 
bile supply business, have been added by many hard- 
ware firms in the suburban districts. F. H. Lammers 
& Son of Madisonville, a Cincinnati suburb, are prob- 
ably the first hardware dealers in this vicinity to carry 
a stock of Christmas trees, and this season they report 
this particular branch of their business as being far 
ahead of any previous year. 
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Display of spark plugs made by John Winter for the E. L. Wilson Hardware Company, Beaumont, Tex. 
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A six Page 
folder with 
this titlepage 
is now ready. 
Just say 
Circular“ W” 
and how 
many you 
can use. 











The circular may 
be enclosed with 
your letters and 
invoices or used 
for counter distri- 
bution. It willhelp 
secure your share 
of Garage ‘‘Trim”’ 
Business. 








sgh: rs tS See ‘Si Ree is ae Wa See Sides esate , PS 
- RRA ay oS OL LR AO Gem SY EN ea t 
= - 
: | 
’ 
; ; 
* } i 
; 
| ; ; ; ; ; i ; 


eee CAAA 


UII ANU TTUONE TUT AEUOOONTOOAOOUUOUAUAN 


NT TT TTT TUUUIUM UMMA ULLAL LUAU 01111 
nut MLE N= 





Illustrates and describes No. 1055 Chain Bolt, No. 1056 
Foot Bolt, No. 960 Hinge with Reversed T, No. 1257 
Handle, No. 1260 Latch with Padlock Eyes and illustrates 
the package containing complete set No. 1776-J1 ready 
for your shelves. 

A complete list of other Stanley Garage Door Hardware 
is included and a place for your imprint is provided. 7 
Let us help you secure your share of Garage “Trim” 
Business. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


“Ti-Mel-Ine” Jobbers’ As- 
sortment 


The Montauk Paint Mfg. Company, 
170-172 Second Avenue, Brooklyn, 
New York, is offering to the hardware 
trade for 1916 a small assortment 
called the Jobbers’ assortment of the 

















“Di-mel-ine” jobbers’ assortment of paints 


popular “Di-mel-ine” paints, stains 
and enamels in cans to retail at 10c. 
This assortment comprises a total of 
only one gross and takes in the entire 
“Di-mel-ine” color variety of twenty- 
nine items including: prepared paint, 
ten colors; varnish stain, six colors; 
screen enamel, black and green; stove- 
pipe enamel; furniture varnish; enam- 
el paint, seven colors; gold paint and 
aluminum paint. There are no more 
than six cans of any one color. 

The assortment is packed complete 
in a shipping case and weighs 100 Ib. 
gross. A celluloid showcard with 
easel and hanger, an outdoor metal 
sign and a set of eight posters is in- 
cluded with each assortment. 

“Di-mel-ine” is sold only in 10-cent 
cans, no larger sizes, and is expressly 
intended to enable the hardware re- 
tailer to get business on paint special- 
ties at the popular price limit for a 
small, handy can of paint, stain or en- 
amel to be used in fixing up about the 
home. 

A feature about the “Di-mel-ine” 
assortments is the limited, well-select- 
ed color list confined to popular items 
that sell quickly and repeat steadily. 

The popular dealer’s assortment 
(2% gross, 360 cans) of “Di-mel-ine,” 
which has been on the market for the 
past three years, will be continued. 

“Di-mel-ine” is not only sold in 
these two regular assortments but 
also in open stock of the different col- 
ors at the same price per gross as for 
either assortment. 


A New Idea in Wire Screen 
Cloth 


The Reynolds Wire Company, of 
Dixon, IIl., states that its “Dixon” 
brand of black painted screen cloth 
and its rust-proof “Alumina” cloth is 
being branded with the company’s 
“Sun-Red Selvage” registered trade- 
mark. 


In the future “Dixon” brands of 
black painted cloth will have the ends 
of the roll covered with a bright sun- 
red enamel, thus plainly distinguish- 
ing the cloth in the dealer’s racks. 
Furthermore, the company states 
every foot of every roll will bear this 
trademark on its selvage long after 
it has been in use in the screen. 

This new departure is intended to 
give the dealer, contractor and house- 
wife an added security in buying a 
cloth, every foot of which bears a 
positive, distinctive and automatic 
quality guarantee of the manufac- 
turer. 


French Ivory Watch Stand 


The New England Watch & Jewelry 
Company, Worcester, Mass., is mar- 
keting a French ivory watch stand, 
which is described as being made of 
beautiful French ivory, in several 
sizes, particularly to fit the “Midget,” 
“Junior” and “Yankee” Ingersoll 
watches, as well as other standard 
size watches. 

These stands are made in two parts, 
front and back. The watch fits in the 
back cap and the front cap fits over 
it, which leaves exposed only the face 








French ivory watch stand 


and stem of the watch. Each stand 
has a standard and folding back rest, 
permitting the watch to be placed upon 
the bureau, table or mantel. They are 
sold both to the jobbing and retail 
trades. The price to the retail trade 
is $1.50 per dozen. 


Catalog of the Fold-Easy 
House Mfg. Company 


The Fold-Easy House Mfg. Com- 
pany, McClure, Snyder County, Pa., 
has issued a catalog describing a line 
of folding houses and garages, fold- 
ing cots, folding chairs and tables, 
porch swings and folding lawn seats. 
This catalog is well printed on good- 
quality paper and contains fifty pages. 


THE RELIANCE ENGINEERING CoM- 
PANY, Lansing, Mich., has taken over 
the Seager Engine Works, of Lansing, 
and will continue the manufacture of 
the Reliance line of cream separators. 
The company will also manufacture 
the Olds line of gas, gasoline and 
kerosene engines, and will handle 
them through the regular channels of 
hardware and implement dealers. C. 
P. Downey is president; F. L. Smith, 
vice-president; E. C. Shields, secre- 
tary, and J. W. Wilford, treasurer 
and general manager of the company. 
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“Sani-Onyx” Kitchen Table 


The Chicago Hardware Foundry 
Company has put on the market the 
“Sani-Onyx” kitchen table, which is 
claimed to be especially useful in the 
kitchen, in restaurants and in butcher 
shops and grocery stores. The com- 
pany states that the ‘Sani-Onyx” 





The “Sani-Onyc” kitchen table 


table is made of a snow-white ma- 
terial, with a surface smooth as pol- 
ished glass. 

“Sani-Onyx” is a solid material all 
the way through, made by melting 
crushed onyx at a temperature of 
2600 deg. Fahr. The strongest acids 
have no effect on it, and it is claimed 
that it can be cleaned as readily as a 
glass dish. The raised rim around the 


' “Sani-Onyx” table tops prevents any 


liquid that may be spilled on the table 
from running off the table top to the 
floor. The legs and drawers are made 
of metal and the whole affair can 
quickly be washed to its original snow 
whiteness. The tables are 30 in. high 
and are supplied with tops of various 
sizes. 


Gibson Refrigerator Catalog 


The Gibson Refrigerator Company, 
Greenville, Mich., has just issued a 
very handsome catalog for the coming 
year. This book is printed on a fine 
grade of coated paper and excellent 
illustrations are used throughout. 
There are eighty pages devoted to re- 
frigerators of all kinds, from the 
small box for the tiny house to the 
large combination affair for stores and 
shops. 

In this new catalog the company 
calls special attention to the unique 
design of the ice rack and shelves, to 
special water coolers and bottle hold- 


' ers and to the material of which these 


are made. The trimmings for the 
company’s refrigerators for the year 
of 1916 will be genuine brass nickel- 
plated and all will be fitted with locks 
and keys. 


“Peerless” Outdoor Clothes 
Line Reel 


The Hugro Mfg. Company, Warsaw, 
Ind., has put on the market the 
“Peerless” outdoor clothes line reel 
and stretcher, which the company 
states does away with the back-break- 
ing task of putting up the clothes line 
and the almost impossible job of 
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: Barn Door Equipment 

: The barn is the farmer’s work-shop, and the safety 
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stretching it to the proper tension. 

In connection with this reel, open 
pulleys are used and the line is sim- 
ply slipped over each open pulley and 
fastened at the last one. At the first 
post, which holds the reel, the reel is 
put in place by simply sliding it over 
the square-headed screw bolts which 
are furnished free. The line can be 
then wound up to the proper tension. 
A ratchet prevents the reel from un- 
winding and also makes it possible to 
take the sag out of the line any time 
the clothes weight it down too heavily. 
It is claimed that no clothes props are 
necessary when this reel is used. 

When the housewife is through 
using the clothes line the ratchet is 
simply released and the reel detached 
from the post. Then by holding the 
reel in one hand and winding with the 
other the housewife can walk from 
post to post while doing so and the 
line will never touch the ground. 

This reel is furnished without the 
clothes line and will hold 150 ft. of 
ordinary clothes line. It weighs 4 lb. 
and sells for $1.50. 


The Safety Sled 


The Safety Sled Company, Mt. Jew- 
ett, Pa., manufactures Safety easy- 
steering sleds. 

One of the leading advantages of 
this new sled is the sled bench or 
support, which is described as a solid 
stamping of wrought steel, which is 

















Safety easy-steering sled 


very light and neat in appearance, 
and has a strength very much in ad- 
vance of its weight. It is claimed 
that this is only half as heavy as the 
ordinary sled bench and yet it is 
strong enough to carry five grown 
people. 

These sleds are equipped with non- 
skid runners. These runners are 
grooved in the center, but curve up 
on the edges, so that there are no 
corners to cut into the snow and ice. 
This causes less friction and conse- 
quently greater speed. 

The sled is steered by operation of 
the cross bar, which bends the steel 
runners. The runners on this sled are 
guaranteed not to break from too 
sharp a bend. A patented steering 
device puts a limit to the steering 
radius. This safety sled is made in 
six sizes, from 33 to 57 in. in length. 


Catalog of Caloric Fireless 
Cook Stoves 


The Caloric Company, Janesville, 
Wis., has issued a new catalog describ- 
ing the Caloric line of fireless cook- 
ers, and the Caloric combination fire- 
less cooker and kitchen cabinet. 

This new book describes the con- 
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“Peerless” outdoor clothes-line reel 


struction and the principle of the 
Caloric fireless cooker and shows how 
a whole meal can be cooked at one 
time with this device. It points out 
especially the saving in time, fuel and 
trouble. 

It describes at length the many dif- 
ferent styles of Caloric cookers and 
cabinets, some of which are designed 
on the model of a kitchen cabinet and 
others in the form of a kitchen table 
and cooker combined. 


Galvanized Steel Mop 
Wringer and Pail 


The Dobbins Manufacturing Com- 
pany, Minneapolis, Minn., is putting on 


the market the “D & B” galvanized ° 


mop wringer and pail. The company 
states that the pail is made of heavy 
galvanized steel, lock seamed body 
and double seamed bottom and is 
heavily reinforced to withstand the 
wear of all kinds of floors. They also 
state that the wringer frame and rolls 
are made of galvanized steel and that 

















The “D & B” galvanized steel mop wringer 
and pail 


no wood is used in the construction 
of the rolls, and that the construction 
of the bearings prevents much of the 
wear on the shafts. Galvanized steel 
guards are placed at the end of the 
rolls. It is claimed that these prevent 
the strings of the mop from winding 
around the roller shaft, and that the 
special construction of these guards 
is very effective. The wringer and 
pail is made in two sizes, 20 qt. for 
janitor’s use and 11 qt. for family use. 
The larger size lists for $2.50 and the 
smaller size for $2.25. 


Clauss Lock-Nut Shear 


The H. Clauss Mfg. Company, Fre- 
mont, Ohio, has recently perfected its 
new improved shear so that, it is 
claimed, the bolt and lock-nut which 
is used in the construction of this 
shear holds as firmly as the old screw 
bolt, and at the same time can be 
adjusted at will for light and heavy 
cutting. The adjusting features of 
the lock-nut lever takes up any wear 
of the bolt-head so that the shear is 
always in trim for use. It is called 
“the shear without a screw.” 

When the lever is in place and the 
blade in proper position on the edge 




















Clauss lock-nut shear 


for service, the blade can then be 
closed and the sheer will be locked at 
the bolt, preventing interference with 
the adjustment. This feature, it is 
stated, is an entirely new one with 
the improved lock-nut and bolt shear. 

This attachment can be furnished 
on all sizes of shears, scissors, tinner’s 
snips, pruners and tailor’s shears, at 
a slight additional charge for the at- 
tachment. 


Catalog of Electric Heating 
Appliances 


The Cutler-Hammer Mfg. Company, 
144th Street and Southern Boulevard, 
New York City, has recently put out 
an attractive little book describing 
electric-heating appliances for the 
home. This book, which is bound in 
stiff covers and contains sixty pages, 
is attractively illustrated in brown 
tones with scenes showing the articles 
in actual use. Other illustrations show 
the construction of several of these 
items, and the printed matter tells in 
an easy story manner the advantages 
of things electrical. It is an exceed- 
ingly attractive booklet and gives very 
complete and interesting details about 
the items manufactured by this com- 


pany. 
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Deming ‘Atlas’? Power Pump for General Water Supply and 
Hydro Pneumatic Water Systems. 


performance of her household duties,” says President 


Cook of the Mississippi Normal College. 








Experiments show that in many cases she lifts and car- 
ries nearly one ton of water per day. Farmers are turn- 
ing their attention to this vital and important question, 
with a result that a strong demand for water systems 
is developing. We can supply the pumps, hand or 
power, for hydro-pneumatic systems, or can furnish the 


complete outfit as desired. 


The “Atlas” pump is a winner for such requirements. 


Write for “Special Bulletin on Water Systems.” 


The Deming Company, Salem,Ohio 


CHICAGO: Henion & Hubbell NEW YORK: Ralph B. Carter Co. 
PITTSBURGH: Harris Pump & Supply Co. BUFFALO: Root, Nealy Co. 


Other Agencies in All Principal Cities 
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“Como” Pipe Wrenches 


The Mechanics’ Tool Company, of 
Rockford, Ill., has recently brought 
out a new tool called the “Como” pipe 
wrench. 

The company states that this 
wrench consists of but three parts— 
the upper jaw, the hdhdle and the 
knurl. 

It is claimed that this wrench is 
especially handy where it is necessary 
for the user to reach high in the air 
in order to grip the pipe, as it is pos- 
sible to adjust the wrench by rolling 
the knurl on the pipe or ‘ny other 
object. This is a great advantage in 
cases where a man must use one hand 
to support -himself while working. 

Both the workmanship and mate- 
rial on this tool, the manufacturer 
states, are of the very highest grade. 


Seedtape 


. Seedtape, manufactured by the 
American Seedtape Company, Wool- 
worth Building, New York City, is de- 
scribed as excellent quality seed 
spaced at the correct distances for 
planting, incorporated in a fertilized 
paper tape. 

The company states that there is 
no better fertilizer than fish glue and 
that this is spread in good quantity 
in the tape which serves the double 
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Method of using seedtape 


purpose of holding the seeds firmly 
and insures the seeds quicker germi- 
nation than they would have if placed 
loose in the ground. 

The tape acts as additional root 
while the seed is growing and draws 
the moisture to the plant. Then the 
paper rots, and this itself affords the 
necessary amount of humus. 

The retail price of Seedtape is 10 
cents per package of 40 ft. and all the 
popular varieties and many special 
kinds are furnished in this way. 


Catalog of the Hamilton 
Rubber Manufacturing Co. 


The Hamilton Rubber Mfg. Com- 
pany, of Trenton, N. J., has put out an 
attractive catalog describing mechani- 
cal rubber goods. Included in these 
are belting, hose, packings, tubing, 
matting and fruit jar rings. The book 
is well printed, and is illustrated by 
very fine half-tone engravings. It is 
5 x 7-in. in size, and contains 92 


pages. 
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“Como” pipe wrench. 


The three upper cuts show the three parts used in the 


constriction 


“Uni-Lite” Lantern 


The Acorn Brass Company, 426 
South Clinton Street, Chicago, IIl., is 
the manufacturer of the “Uni-Lite,” 
a portable lantern which burns either 
kerosene oil or gasoline and which the 
company states will give 300 candle 
power. 

It is claimed that the “Uni-Lite” 


produces a fine, even, strong white: 


light which is very fine for reading 
purposes. As a portable light, the 
Acorn “Uni-Lite” will take the place 
of a lantern or portable lamp. 

With this lamp there is no chimney 
to clean, no wicks to trim. It will 
burn 15 hr. on one filling and cost 
only % of a cent an hour. It is bug 


and insect proof, dust proof, rain, - 


sleet and snow proof. It can be upset 
or rolled around and will not go out. 
It is claimed that this light is abso- 
lutely non-explosive. 





Velvo-Tone Finish and Lu- 
easeal Enamel White 


John Lucas & Co., 322 Race Street, 
Philadelphia, Pa., have added two new 
products to their extensive line of 
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The “Uni-Lite” portable lantern 


A new product of John Lucas € Co. 


wood finishes. These are “Lucaseal” 
enamel white and “Velvo-Tone”’ finish. 

“Lucaseal” enamel white is de- 
scribed as an American-made, white 
enamel manufactured under an Ameri- 
can process. It is claimed to be abso- 
lutely white, tough, elastic and ex- 
tremely durable both for exterior and 
interior work. . 

It does not lose its gloss even when 
scrubbed or scoured with soap and 
water. It is claimed to be moisture 
and damp-proof and that outside 
weather conditions, rain, snow, ice, 
mist or fog will not materially affect 
its lustre. 

“Velvo-Tone” finish is a combina- 
tion stain and varnish, which, it is 
stated, produces in one operation a 
rish, soft-toned, hand-rubbed effect 
that ordinarily can be secured only by 
a special process and at considerable 
expense. The manufacturers describe 
these stains as non-fading and state 
that they will retain their finish indefi- 
nitely. “Velvo-Tone” finish comes in| 
the following shades: Zarina green,, 
rich mohogany, black Flemish, old 
oak, weathered oak and fumed oak, 
and is put in all size packages from 
% pt. to gallon cans. , 
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Put in a 
Stock of 


Weed 
Chains 


You can 
Make 
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Weed Chains have a never-changing value as a stock, and are always in 
demand throughout the year without regard to the season. 
With the enormous number of motor cars in use,and this number con: 
stantly increasing, the demand for Weed Chains is developing wonderfully 


in every section. 
Every Hardware Dealer can sell Weed Chains and be certain of a full 


share of this business. you care make record sales too/ 
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OTOR ACCESSORIES} 


The 1916 V-Ray Spark Plug 


The V-Ray line of spark plugs 
manufactured by the V-Ray Com- 
pany, Marshalltown, Iowa, for 1916, 
will include no radical change in de- 
sign, but the company has adopted a 





THE V-RAY PLUG 





“MIRA” Plug MIKA” 
(Secticos!}) = COR Bae 7 


@ 


PORCELAIN PORCELAIN 
CORE PLUG 











V-Ray spark plug, showing construction 


new, flint-like porcelain core which 
is known as Petriflint. It is described 
as a pearly colored substance of un- 
usual hardness, and will withstand in- 
tense heat to a greater degree than 
any heretofore used by the company. 

On Jan. 1 the company will adopt 
a new black and white checkered 
motif in connection with everything 
V-Ray, i.e., plug cartons, cases, ship- 
ping cartons, advertising, stationery, 
etc. 


“Flexible Rider” for Ford 
Cars 


Muller & White, 23 Halsey Street, 
Newark, N. J., have put on the market 
the “Flexible Rider” for Ford cars, 
which they state is constructed on 
the principle of a scale beam and is a 
very sensitive and efficient shock ab- 
sorber for Ford cars. This shock ab- 
sorber, it is stated, absorbs the 
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slightest vibration, jar or jolt and 
prevents the violent upthrow and re- 
bound. Besides this it eliminates side 
sway and body lurching when round- 
ing curves or turning corners. 

The fact that the “Flexible Rider” 
is attached td the body of the car as 
well as to the axle not only adds life 


to the entire car, but makes steering ~ 


easy and will hold a car to the road 
with very little effort. 

The entire action of the “Flexible 
Rider,” the company states, is con- 
trolled by the absorber spring, and 
there is no stop or projection to come 
in contact with the axle to prevent 
rebound and thus cause a shock or 
strain. This device has a lever con- 
struction and there are no sliding 
parts, no friction and nothing to get 
out of order. 

The “Flexible Rider” is sold with a 
guarantee that if it does not give per- 

















“Flexible Rider” for Ford cars 


fect satisfaction after the owner has 
used it for 30 days it may be returned 
and the money will be refunded. 

This device can be easily and quickly 
attached as there are no holes to drill. 
It retails for $15 per set of four com- 
plete. 
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“No-Glare” Head- 


light Device 


The Perrin Mfg. Company, Detroit, 
Mich., has put on the market a device 
called the Perrin “No-Glare,” which, 


Perrin 


HL 





Perrin “No-Glare”’ headlight device 


it is claimed, will give at all times a 
long, low driving light far ahead of 
the car, and will eliminate the objec- 
tionable glare. 

This device is described as a thin 
aluminum shield, very light ig weight, 
that fits closely around the headlight 
bulb. It is held on with springs and 
cannot vibrate or damage the bulb in 
any way. 

It is claimed that this device com- 
plies with all State and city laws, 
and has been approved by most of 
the leading automobile clubs. It can 
be used on any electrically lighted car 
with or without a dimming switch. 
The use of the Perrin “No-Glare” re- 
moves the glare by cutting off the 
downward rays of light that reflect 
up into the eyes of drivers of other 
vehicles. Not only does the thin 
aluminum shield on the underside of 
the bulb cut off the downward rays, 
but it deflects the upward rays in such 
a way that they are thrown against 
the upper reflector and reflected back 
downward and on the road ahead. 
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Even Spinning It Will 
Not Start That Cold Motor | 


—not if it’s a really cold day. Tho’ gasoline will not vaporize fast 

‘ h — enough in a cold cylinder to spread across 

| Not even if you eens mete © prim the combustion chamber—to reach the igni- 
ing cup or by removing the plugs. shuee--gunlaiein | 
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But there is a sure way. You can put it right at the spark gap of an 








Maggie PRIMING 
Sears hampion PLUG 





“TOLEDO MADE FOR THE WHOLE WORLDS TRADE 


That's the sure way. 
No need to prime and prime again in the old way—no need 


to freeze your fingers—no need to lose time. 


priming cup. The gasoline runs down through the center of the 
plug and actually collects on the electrodes—right where the 


spark flashes. 


The All-In-One Champion a is combination spark plug and 


It spreads around the rim and entirely surrounds the spark 
gap with a cloud of rich vapor, so when the first spark jumps, 
there's an explosion—and your motor starts, every time. 


And that is why motorists everywhere are demanding Cham- 
pion Priming Plugs. 





Far sighted dealers already have ordered their entire winter's 
stock. They are getting full benefit of the extensive advertising 
campaign now running in the biggest national farm and trade 





periodicals. 


$1.25 


simple, ttective vescock CHAMPION SPARK PLUG COMPANY 


type priming plug. Puts 
mixture right at the ignition 1503 UPTON AVENUE, TOLEDO, O. 


point. 


L] . 

! All- In-One Now is the time for you to order. See your jobber, or write | 
CHAMPION to us at once. § | 

| 
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“Yankee” Folding Hand 


Pump 


The Apex Electric Mfg. Company, 
Chicago, Ill., has put on the market 
the “Yankee” folding running-board 





“Yankee” pump folded 


hand pump which is claimed to have a 
powerful seven-to-one leverage and a 
capacity of 36 cu. in. of free air per 
stroke. 

The leather of the plunger is treat- 
ed in a manner to make it non-porous, 
it is stated, which assures a pressure 
of 200 lb. per square inch without the 
air leaking through the leather. It is 
also treated to make it non-drying, and 
as it is very heavy it retains enough 
of the specially prepared non-drying 
fluid to last it a very long time. It is 
finished in brass and black and will 
not tarnish or chip. 

When not in use the “Yankee” 
pump folds up compactly into a space 
8% x 5% x 11% in., and is carried in 
the tool box. When wanted for use it 
ean be clamped on either running- 
board in a very few seconds. 

The “Yankee” pump sells for $4.50, 
including eight feet of linen covered 
hose. 


An Automobile Home Study 
Course 


A. L. Dyke, 612-14 Roe Building, 
St. Louis, Mo., publishes Dyke’s Home 
Study Course of Automobile Engi- 
neering, which is a series of books, 
charts and working models for teach- 
ing the practical repairing of automo- 
bile engines. Besides entirely ex- 
hausting the fund of information 
about the motor car, and giving every- 
thing worth knowing about every 
part of the car, a book on motorcycles, 
light motors, marine engines, subma- 
rines and stationary engines has re- 
cently been added to the course. To 
the automobile alone nearly 700 pages 
are devoted in three books. The addi- 
tional subjects are taken care of in a 
fourth book of 200 pages. 

This course goes further than mere 
books and reading matter. Five prac- 
tical working models of different parts 
of the car are included. There is the 
magneto, the carbureter, the engine, 
the transmission and clutch, and the 
rear axles and differential gear. These 
working models are made of very 
heavy cardboard with the diagram 
printed in colors and the moving parts 
are made of metal. Springs are put 
in wherever necessary and the models 
work almost exactly the same as the 
parts they represent. The student 
can by using these models see exactly 
how the various parts work almost the 
same as if he were practising on a car 
itself. 

In addition to this is a book of 


charts showing the various parts of an 
automobile, and the various steps in 
assembling it. 

The course throughout is excep- 
tionally well illustrated and entirely 
up to date. One can find in the index 
and dictionary of automobile terms 
practically any information about any 
kind of an automobile or any part that 
he desires. 


“Auto-Hot” Garage Heater 


One of the newest products of the 
Kanneberg Roofing & Heating Com- 
pany, Canton, Ohio, is the “Auto- 
Hot” garage heater, which is de- 
scribed as an appliance for heating 
the garage at low cost without danger 
of explosion. 

It is claimed that this heater will 
retain a temperature from 50 to 70 
deg., in a garage with a 10 or 12 ft. 
ceiling without regard to the cold out- 
side. It occupies about the same 
amount of room as a steam or hot 
water radiator and is placed out of 
the way at the side or end of the 
garage. It is built for natural or arti- 
ficial gas, and the company states that 
it consumes but a few cents worth of 
gas a day. 

It is claimed that even if gasoline 
were poured all around this heater 
there would be no danger of fire or 
explosion. The flame is safely con- 
fined in a heavy gage iron fire box, 
and does not come in contact with the 
air of the garage. The air is fed to 
the flame through a fresh air drum 
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The “Klicket” Ratchet 
Grease Cup 


The American Stamping Company, 
Battle Creek, Mich., has put on the 
market the “Klicket” ratchet grease 




















The “‘Auto-Hot” garage heater 


and air supply pipe which surrounds 
the fume pipe that carries out the 
heated air from the flame, and which 
extends up through the ceiling of the 
garage. 

A small air-proof door is provided 
for lighting the pilot and in the middle 
of this is left a small round opening 
covered with mica protected by safety 
gauze wire. The condition of the 
flame can safely be examined through 
this at any time. 

The heater is made in four sizes. 
No. 400, which is designed for heating 
a garage from 10 x 12 to 16 x 20 ft., 
measures 10 x 36 x 36 in., and sells for 
$24. No. 401, for a garage 18 x 20 to 
20 x 24 ft., measures 10 x 36 x 47 in., 
and sells for $31. No. 402 for a gar- 
age 22 x 24 to 26 x 30 ft. is 18 x 40 x 
50 in., and sells for $48. 








“Klicket” ratchet grease cup 


cup, which, the company states, has a 
self-locking cap which it will re- 
place at any time if the cap is lost or 
any part is broken. The cap auto- 
matically locks itself as soon as the 
thread engages. The simple sturdy 
interior key prevents the cap from 
working off. The “Klicket” ratchet 
grease cup derives its name from the 
fact that it makes a loud click as soon 
as the thread engages and at every 
quarter of a turn. It is claimed that 
this grease cup will save grease and 
give perfect lubrication and that the 
click will tell how much the cap has 
been turned in dark or daylight. 

It is claimed that this grease cup 
will outlast any car. It is made in all 
sizes and three styles—steel, brass 
and nickel-plate. 


Scientific “Safety” Garage 
Heater for 1916 


The Scientific Heater Company of 
Cleveland, Ohio, announces an im- 
proved 1916 model of its “Safety” 
garage heater. The company states 
that this improved heater while pat- 
terned closely along the lines of the 
former model has a number of new 
features of more than ordinary in- 
terest. 

The greatest improvement is de- 
scribed as the new self-lighting de- 
vice. To use this the gas valve is 
turned on, a little rod.is given a twist 
which lights the pilot, from which the 
main burner is ignited by simply turn- 
ing on the valve. 

The company states that this new 
lighter makes possible a construction 
which is fool-proof, and eliminates 
the last excuse for having matches in 
the garage. The flame of the heater 
is protected by a safety screen and it 
will burn on quietly even though the 
garage be full of gasoline or oil 
fumes. 

Among the other improvements in 
this heater is a new double self-clean- 
ing, perforated metal screen to replace 
the single screen of former models, 
and a new design of burner. The new 
screen construction is claimed to be 
stronger and safer than formerly, in 
addition to having the cleaning fea- 
ture. A choice of blue or white flame 
burner for either artificial or natural 
gas is offered to meet the difference 
in composition of gas in various parts 
of the country. 
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“Kopper King 


The Innovation in Spark Plugs. Absolutely Guaranteed 














Kopper Kings are carbon and rust proof. 
Carbon will not stick to the heavy copper 
covered shell and cause short-circuiting; 
neither rust nor the need for frequent clean- 
ing will trouble your motorist customers. 































The design and construction are the finest and 
most practical; copper-covered asbestos gas- 
kets protect the porcelain and insure gas-. 
tight joints; elbow-shaped firing points keep 
the firing gaps free from oil. The materials 
used are the highest grade obtainable. 


Kopper Kings are guaranteed to the customer, 
UD) ote © they are also guaranteed to you—read below. 
alee iis On Kopper Kings you cannot lose. 
omen LUGS. « You have the best packed, most 
attractive spark plug on the market, 
one that is a proven easy seller. Your 
profits are assured. 


Retail Price, $1.00 


The Sharp Spark Plug Co. 


3343 Broadview Rd. in Drs 0. 





The Sharp Spark Plug Company guarantees to every 
dealer that any unsold Sharp Spark Plug purchased by 
him from the said company may be returned to the said 
company and the full purchase price will be promptly 
refunded. 











SE AR 0 PE i POE In Addition 

2° Dhis park sine ta; This absolute guarantee 
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The superior selling points of the new Kopper King 
Spark Plug interest me. Please send dealer proposi- 
tion and complete information. 
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Two ingenious attachments have 
been made to this heater. One is a 


“water coil which is used in connection 

















Scientific “Safety” garage heater 


with a ‘tank which gives a ready sup- 
ply of warm water for washing the 
car. The other is a thermostat to 
keep down gas bills. By the use of 
this device it is claimed that any tem- 
perature between 40 and 60 deg. can 
be maintained without variation ir- 
respective of weather conditions. 


The Apeo Shock Absorber 


The William Storrie Company, 419 
Eddy Street, Providence, R. I., manu- 
factures the “Apco” shock absorber 
for the Ford car. 

The principal construction of this 
absorber embodies a support for a 
spring with an offstanding portion car- 
rying a pivot to which are attached 
side links, one on each side, extending 
horizontally and connecting directly to 
a center bolt which passes through the 
support and spring. By means of a 
special nut this center bolt is sus- 
pended from the top of the spring, 
while at the bottom it is directly con- 
nected to the existing shackle links of 

















The “Apco” shock absorber 


the Ford car. Covering the spring and 
passing over the spring base is a shell 
or dust cover that telescopes with the 
action of the supporting spring. 

The main features of this shock ab- 
sorber, the company states, are that 
the use of cantilever side links does 
away with all troublesome center bear- 
ing; the use of a telescoping dust 
cover which clears all obstructions on 


the Ford car; the absence of frictional 
wearing surfaces and the use of large 
springs. 

It is claimed that drop-forged, high- 
grade steel is used throughout and 


‘that no castings of any description 


form a part of this device. The price 
of these shock absorbers is $7.50 per 
pair for front or rear, finished in black 
enamel or bright nickel. 


Pittsburgh “Five” Search- 
light 


A new automobile searchlight, 
known as the Pittsburgh “Five,” is 
manufactured by the Pittsburgh Elec- 
tric Specialties Co., Pittsburgh, Pa. It 
is provided with an outside set screw 
focusing adjustment, the company 
states, which permits the use of any 
style lamp either Mazda or nitrogen, 
regardless of size or voltage, and 
makes it possible to adjust the lamp 
instantly for any kind of beam with- 
out disturbing it in any way or re- 
moving it from its position. 

Due to this accessible adjustment, 
the lamp may be transferred from 
one car to another of different voltage 
at will. It also enables the user to 





Pittsburgh “Five” searchlight 


select a bulb to suit his requirements 
and in case of accident to use any 
available bulb as a renewal. Should 
it become necessary to use the search- 
light to take the place of the head- 
light the width of the illuminated field 
can be increased as desired. 

Another feature of the Pittsburgh 
“Five” is the double curvature para- 
bolic reflector, which though only 5 in. 
in diameter, produces as much beam 
candle power as any large automobile 
headlight, with even distribution of 
light. 

A minor feature, but one of consid- 
erable convenience, is the design of 
the handle, which serves as a stand 
for holding the lamp in an upright 
position when detached for repairing 
tires, etc. 


“Su-Dig” Series Plug 


The Superior Motor Power Com- 
pany, 30 Irving Place, New York City, 
is manufacturing a special double 
electrode plug, called the “Su-Dig” 
series plug. It is made to operate in 
series with the regular single spark 
plug and it is claimed that this plug 
causes greater power in both “T” head 
and “L” head engines by causing two 
simultaneous sparks in each cylinder. 

The “Su-Dig” is wired in series 
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with the ordinary spark plug. In- 
stead of having one sparking point 
grounded, this plug has two elec- 

















“Su-Dig” series plug 


trodes, both of which are insulated. 
The top of the plug has a connection 
to each sparking point. 

By connecting one of the terminals 
of the “Su-Dig” plug with a piece of 
high tension wire to the regular 
spark plug, and the other terminal to 
the magneto or battery, the current 
is made to pass through the two plugs 
in series, the spark occurring in both 
plugs simultaneously. 

It is claimed that in tests made with 
these plugs installed, engines have 
shown 20 per cent gain in power and 
decided mileage increase in addition 
to greatly reduced necessity for gear 
shifting on hills. 


“Twin-Tact” Spark Plugs 


By the use of “Twin-Tact” spark 
plugs, manufactured by the Superior 
Motor Power Company, 30 Irving 
Place, New York City, an automobile, 
marine or stationary engine, it is 
claimed, can be fitted with two en- 
tirely separate systems of ignition, 
even though there is provision for 
only one spark plug in each cylinder. 

The “Twin-Tact” spark plug is 

















“Twin-Tact” spark plug 


really two plugs in one. It has two 
separate insulated sparking points, 
each of which is connected to its own 
separate insulated terminal post. 
Therefore a spark can be obtained 
from either point. 

A magneto may be connected to 
one terminal post and a battery sys- 
tem to the other, and either system 
operated independently. 
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Yessre. Dealers, 
Everywhere, U. S.A 


Gentlemen: - 


biggest eee business since the advent of 
the au toncbi ie is assured for 1916. 
andard accessories will be ic proport ou 
his increased business if you will handle 
er” accessories line. 


t to personally state that never,in all ay Mes 
yeers of experience in the sanmufecture and sele o ‘ ve oe ‘‘Badger’’ 


bile accessories, hav 

ities as the "Badger" accessories line and | wis ord. 

icularly cell your attention to these Bumpers the most te? Se Bumpers 

nig ti 1s NOT A. CLEAR OR PROFI TAB +. Tire Holders 

everyone. : LINE . ‘ 
DISE TO HANDLE THAN "BADG S AND THERE > 2 Steering Wheels—Tilting 

ARE BIG PROFITS POR YOU IF YOU PUSH THEIR SALE. —. Steering Wheels — Station- 
National distribution enables you to purchase me" ary 

the “Badger” accessories line in your immediate vicinity ‘3 Cutout Outfits 


as the incipal wholesale hou ™ ° . 
— freien -- oy cerry @ complete stock ) Steering Devices 


Take my word for it, arg for you in. “f Robe and Foot Rails 
coostant. dee and The live e ie & po oo on 2S. , yi es Wrenches 

our new cete °6- If you have not received your <>. pecia ear Tire Holder 
copy, send for it st once, ead for Four Ninety Chevrolet. 


that the —s season will see you 6 
successful TBedger? booster, ve ain . 


Accessories— 





Very truly yours, 
AUTO - CO., 


GENERAL MANAGE. 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


TORONTO, CAN.—Swann & Co., whose business is both 
wholesale and retail, have disposed of their stock of automo- 
bile accessories, baseball goods, bicycles, building paper, build- 
ers’ hardware, dog collars, electrical household specialties, 
fishing tackle, mechanics’ tools, shelf hardware, etc., to the 
Westman Hardware Company. Catalogs requested on ham- 
mocks, bicycles, dog collars and electrical supplies. 


iWALKERVILLE, ONT.—A. Long and A. H. Wilson have 
formed a partnership under the firm name of Long & Wilson, 
to conduct both a wholesale and retail hardware business. 
Catalogs requested. 

TALLAHASSEE, FLA.—The Yaeger & Rhodes Hardware 
Company, doing both a wholesale and retail business, has 
pure ed the stocks of the Yaeger & Bethel Hardware Com- 
pany and J. C. Byars. Catalogs requested. 


MAHOMET, ILL.—wW. H. Holzer, who has been established 
- business for the past 25 years, has sold his stock to F. L. 
anner. 


ONEIDA, ILL.—The Oneida Hardware Company has been 
incorporated with a capital stock of $5,000. The incorporators 
are Alvah 8S. Green, Allan A. Green and James H. Weeks, Jr. 
The new company will succeed to the business of Metcalf 
Brothers, and deal in baseball goods, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, electrical household spe- 
cialties, fishing tackle, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, linoleum, lubricating oils, me- 
chanics’ tools,’ oil cloth, paints, oils, varnishes and glass, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, wagons 
and buggies and washing machines. 


PESOTUM, ILL.—Theodore Ochs requests catalogs on 
enameled and aluminum ware. 


PONTIAC, ILL.—O. Gordon Erickson, junior member of 
the hardware firm of O. A. Erickson & Son, has sold his 
interest to his father. Royal Erickson, who has been in the 
firm’s employ, has bought an interest in the business, which 
will be continued under the style of O. A. Erickson & Son. 


AMBOY, IND.—The Marshal Smith Hardware Company 
has purchased the Younce & Snyder implement store. 


FRANKTON, IND.—The hardware store owned by Wise 
Brothers has been sold to William and Frank Fesler, Jr., who 
will continue under the title of Fesler Bros. They will take 
ae about Jan. 15, and request catalogs on automobile 
trucks. 

SOUTH BEND, IND.—tThe Zeltner hardware store at 125 
North Main Street, has been bought by F. C. Reimold & Co. 
Mr. Zeltner will continue to operate his branch store on 
Chapin Street. 

ALBIA, IOWA.—The Seaman-Clark Hardware Company 
has bought the C. S. Barger hardware stock, and within a 
short time will consolidate its present store with the one 
formerly owned by C. S. Barger. Catalogs requested on 
stoves, ranges and automobile accessories. 


ALGONA, IOWA.—Pettibone & Ludwig will engage in the 
implement business about Jan. 1, 1916, carrying a line of 
buggy tens cream separators, dairy supplies, mechanics’ 
tools, gasoline engines, heavy farm implements, lubricating 
oils, pumps, wagons, buggies and washing machines. 


ASHTON, IOWA.—H. Johannes has sold his stock of hard- 
ware to T. P. Stalman, who will continue under the name of 
J. L. Johannes. 

PIERSON, IOWA.—tThe stock of bicycles, builders’ hard- 
ware, cream separators, cutlery, fishing tackle, furnaces, gal- 
vanized and tin sheets, harness, mechanics’ tools, paints, oils, 
varnishes, oe pumps, lubricating oils, ranges and cook 
stoves, shelf hardware, sporting goods, wagons and buggies, 
and washing machines of J. L. Shaver have been purchased 
by A. O. Hegna & Son, who request catalogs. 

MAYSVILLE, KY.—Bauer & Klipp have purchased the 
three-story building and the entire stock of hardware, furni- 
ture and fixtures of the Frank Owens Hardware Company. 
The business is both wholesale and retail and the stock 
consists of belting and packing, buggy whips, builders’ hard- 
ware, building paper, churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, fishing tackle, galvanized and 
tin sheets, hammocks and tents, harness, heavy farm imple- 
ments, heavy hardware, home barbers’ supplies, kitchen 
housefurnishings, mechanics’ tools, oil cloth, paints, oils, 
varnishes and giass, plumbing department, poultry supplies, 
pumps, refrigerators, shelf hardware, silverware, sporting 
goods, wagons and buggies and washing machines, on which 
catalogs are requested. 

PORTLAND, ME.—tThe King & Dexter Company, which has 
been in existence for the past 50 years, has enlarged its 
quarters and fitted up a very attractive display room, where 
every kind of an edge tool that could possibly be used by the 
carpenter, joiner or cabinet maker is shown. Fine show 
cases, well arranged shelves and racks and compact lockers 
all contain a number of tools. The company began business 
on Middle Street, and continued in its original location until 
1902 when the growth of the business made it necessary to 
move to new quarters on Monument Street. In 1894 the com- 
pany became incorporated, with P. King as president. The 
business is both wholesale and retail. 

DECKERVILLE, MICH.—Clement & Sons have retired 
ae business, and have been succeeded by S. A. Holcomb 

o. 

KANSAS CITY, MO.—The Bunting Hardware Company, 
formerly the Bunting-Stone Hardware Company, has been or- 
ery and incorporated with a capital stock of $100,000. 

t has purchased the assets of the Bunting-Stone Hardware 
Company from F. D. Whiting, who recently bought them at 
a receiver’s sale. There will be practically no change in the 
management or policy of the new company, whose business 
is both wholesale and retail. 

E, MO.—Frank and Milton Garrett have bought 


MARYVILL 
‘a half-share in the Garrett & Eckert Hardware Company 


from Charles J. Eckert. The Garrett Hardware Company 
will be the new firm name. 


BENSON, NEB.—P. E. Meisinger has sold his interest in 
the hardware business of Meisinger & Spring to C. O. Hurd, 
and the name has been changed to Spring & Hurd. 


BLUE SPRINGS, NEB.—A. H. Krauss, dealing in imple- 
ments and automobiles, requests catalogs on automobile 
accessories, belting and packing, cream separators, gasoline 
engines, heavy farm implements, lubricating oils, wagons 
and buggies and washing machines. 


CUSHING, NEB.—The implement business of Roy Meyers 
bas changed hands. Madison & Schwarm are the proprietors. 
They request catalogs on belting and packing, buggy whips, 
mechanics’ tools, paints, oils, varnishes and glass, pumps, 
gasoline engines, wagons, buggies and washing machines. 


HORDVILLE, NEB.—A. H. Osterman has opened an im- 
plement store here. 


McCOOL JUNCTION, NEB.—Ray Wullbrandt has sold his 
interest in the furniture and hardware business to E. E. Lin- 
coln, and the firm will be known as Lincoln & Ware. 


MILLER, NEB.—M, Robinson, who is contemplating the 
erection of a new building in the spring, requests catalogs on 
building material. 


PLATTE CENTER, NEB.—Frank G. Reilly’s interest in 
the hardware firm of Reilly, Laun & Co., has been bought by 
G. G. Clapp, and the name of the company has been changed 
to the Laun-Clapp Hardware Company. 


SHELTON, NEB.—wW. C. Hackman has sold his implement 
business to Patterson & Co., who have also a branch store 
at Kearney. J. R. Wallingford is manager. 


SUNOL, NEB.—Fenske Bros. have started in business, and 
will deal in belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, dog collars, elec- 
trical household specialties, fishing tackle, furniture depart- 
ment, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm implements, 
heavy hardware, iron beds, kitchen cabinets, kitchen house- 
furnishings, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, tin shop, wagons and 
buggies and washing machines. 


YONKERS, N. Y.—F. N. Sheppard & Son have opened a 
store at 369-371 South Broadway, carrying a full line of 
housefurnishings, kitchen wares, aluminum ware, wooden 
— ii giass, etc., etc. The business is both wholesale 
and re ; 


COOPERSTOWN, N. D.—The hardware store of William 
Colvin & Son has been sold to Peter E. Nelson. 


PORTAL, N. D.—The Portal Hardware & Implement Com- 
pany has engaged in business, and will deal in automobile 
accessories, baseball goods, bathroom fixtures, belting and 
packing, builders’ hardware, churns, cream separators, cut- 
lery, dog collars, fishing tackle, furnaces, galvanized. and tin 
sheets, gasoline engines, hammocks and tents, heating stoves, 
heavy farm implements, heavy hardware, kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, pumps, ranges and 
a ern sewing machines, shelf hardware and washing 
machines. 


WYNDMERE, N. D.—Ralph Mellem has purchased an in- 
terest in the hardware store of Gust Mellem. Business will 
be continued under the name of Mellem & Mellem. Catalogs 
requested on hardware and furniture. 


BELPRE, OHIO.—J. B. Hickman, T. E. Gaskill and E. P. 


‘Tabb have purchased the hardware store formerly owned by 


J. D. Smith. They will continue the business as the Belpre 
Hardware Company, and carry a stock of automobile acces- 
sories, builders’ hardware, fishing tackle, mechanics’ tools, 
paints, oils, varnishes and glass, etc. 


CHESTERVILLE, OHIO.—Scarbrough & Swetland are now 
in possession of the stock of Slack & Jones. Catalogs re- 
quested on general hardware. 


MANTUA, OHIO.—The Weber Hardware Company’s new 
warehouse is nearing completion. It will be three stories. 
Catalogs covering roofing, iron and tin requested. 


NEW WATERFORD, OHIO.—H. C. Hart is successor to 
R. H. Murray & Son. He will carry a line of general hard- 
ware. 


PIONEER, OHIO.—Slagle & Company’s implement stock 
has been sold to Charles Galuttia. 


SPARTANBURG, S. C.—Herbert T. Taylor has acquired 
a half interest in the Palmetto Hardware & Supply Company, 
successor to the S. B. Ezell Hardware Company, whose busi- 
ness is wholesale and retail. ‘The stock comprises belting 
and packing, buggy ‘whips, builders’ hardware, building 
paper, churns, cutlery, dog collars, fishing tackle, galvanized 
and tin sheets, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, lime and cement, mechanics’ tools, 
paints, oils, varnishes and glass, prepared roofing, pumps, 
ranges and cook stoves, shelf hardware and silverware. 


COLUMBIA, TENN.—tThe Robinson & Pigg Furniture Com- 
pany has bought the furniture, stove and queens ware stock 
of the Fly Hardware Company and moved it to its new 
building, which has been fitted up. The Fly Hardware Com- 
pany still retains the hardware department. 


DARIEN, WIS.—H. J. Heyer is ne on building a new 
hardware store next spring. It will be located on the site 
of his present building, and will be approximately 90 x 40 ft., 
of brick and tile construction. It will be equipped with elec- 
tric lights, furnace heat and all modern improvements. 


HAUGEN, WIS.—Charles W. Paul has purchased the 
interest of his brother Otto in the Haugen hardware store. 
Cc. W. Paul & Co. will be the name of the concern. 

REWEY, WIS.—J. H. Leyson has moved the stock which 
he recently purchased from G. A. Ketterer to the Ketterer 
Building on West Main Street. 
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: f i Invisible Ratchet. 


‘No. 299 Leather Packed Short Pat. Marine 


BOWEN MFG. CO. 


AUBURN, N. Y. 
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No. 170 NEY Cacia 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company | 
Canton, Ohio 




















eeasec—+-\\ Tubular Rivets and Bifurcated Rivet 


Packed in CARTONS, Assorted | | 
Lengths 50 and 100 Rivets to 


Box. 12 Boxes to Carton 


TITTIITY 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


-JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 
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PRESENT BUSINESS CONDITION 


Prosperity in every known industry is the situation today. 
Steel plants all over the country are overcrowded with orders and cannot make vrompt 


deliveries. 
The cost of material and labor is increasing. The market is getting stronger every day. 


These conditions indicate advancing prices on all goods. 
Now Is the Time to Buy All Spring Lines 
It will save you money and is your assurance of having the goods. 
Times Like These Jobbers’ ‘Complete Stocks and Friendship”’ 
Is Most Appreciated by ‘“‘His Friends’ the Retail Dealers 
Write Us Today—Our Salesman Will Call 


THIS IS YOUR OPPORTUNITY 
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